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Po Free Spending Money 


A year is a short time in economic 
cycles but a mighty long time in the life of a man without a job or a business in 
the red. The immediate present is vitally important—but don’t overlook the future! 
Try to look ahead ten years, study their opportunities, expansions and amazing 
possibilities of development. 

The wonders of science and chemistry have still to be harnessed to the use of 
man. Maybe in the next ten years we will see houses molded in plastic wood; 
elevated speed highways for rapid transportation; coal liquefied into heat units 
without waste and all sorts of major developments for the use of man. Well and 
good but what we would like to see is some method developed whereby man, woman 
and child might have a “little free spending money.” We can see the comfort 
advantage of a house sealed against external hot and cold weather, dust and flies, 
and so regulated as to temperature that all discomfort will be banished ; but what 
of the carrying costs? 

We have a feeling that much of the present discomfort of mankind, in this de- 
pression period, is due to the fact that he is so loaded down with the continuing 
bills of rent, installments, insurances, etc., that there is “no free spending money.” 
Some time ago, an economist said that he could cure this financial situation if every 
man, woman and child were to spend $5.00 more in a single month. We could 
almost stretch our imagination to the point of developing a mental and morale 
stimulus lifting the world out of this depression by giving every man, woman and 
child in America $10.00 of free spending money for Christmas. When we say 
“free” we mean money to be spent for “desires” in goods—those things of civiliza- 
tion most of the public have a hunger for but have no free money for. The 
shopping instinct needs to be preserved. 


Many a pair of shoes would be bought 
if. customers had some free spending money but it almost seems as though every 
dollar is mortgaged to some payment of bills and installments of the past. So 
many families have payments and installments, etc., reaching so far ahead that even 
while enjoying such major luxuries, they are depriving themselves of the desirable 
things of apparel and footwear. This is really the only explanation of the falling 
off in shoe selling and the “battle of prices” now developing. No man, woman or 
child, and we are speaking generally, has too many pairs of shoes. There is a need 
and a use for all of them. Even more pairs per person would be well used for 
comfort, for ensemble and for hygiene. 

Let’s hope that when correction of this depression comes, it will develop some 
method of leaving the public “some free spending money.” Already the plans of 
the great electrical developments, public utilities, ‘building and automotive indus- 
tries, are being geared up to getting a still bigger slice of the public’s dollar. 
There are research laboratories in all of these great industrial organizations al- 
ready. at work creating new uses for goods, in the hopes of getting the first and 
major slice of the public’s dollar. 

Before long some collective thinking has got to be done by the apparel industries 
for the competition of the future will step out of the free and easy battle for the 
public’s dollar, into a major fight for a mortgaged ownership of a large part of 
that dollar, previous to its being earned. 

















Home for Holidays—Dancing 


Feature Formal Footwear at 


Thanksgiving Time and Christmas 


Bshion has created a most 
charming setting for the débutante, the sub-deb and the girl at 
school or college. The opera, Thanksgiving, the Christmas holi- 
days, with their round of bridge and dancing, will this year 
glorify fluffy lace, the tiered taffeta frock and the more sophis- 
ticated heavy crépe and satin in long, slenderizing lines. The in- 
troduction of soft crayon pastel colorings into evening frocks for 
the young adds greater importance both to color and styling of 
footwear for the sub-deb and her older sister. 

Many young people become very conscious of the shortcoming 
of their shoe wardrobes and quickly develop an inferiority com- 
plex which retards poise and character building, making the 
far-off corner of the room seem like a haven of security. The 
foot is very conspicuous today, and the character of a shoe worn 
by the young girl must be in tune with her youth and radiance. 

Simple patterns with delicate buckles or plain pumps in silver 
or satin with the suitable Louis heel are always safest for the 
young miss. Heavy tinsels or rich brocades may be worn by the 
older sister. Vivid greens and reds are also for her choosing, 
but our young miss is always sweetest and most alluring when 
she expresses her youth in soft, warm tints and simple lines. 

Steady or heavy colorings are only for those who have the 
strong and well defined characteristics and those whose person- 
ality is more vibrant and more powerful than the color or pattern 
they express. There is nothing so cruel or unkind as to swallow 
the character in the molding by the weight of heavy or concen- 
trated detail. 

And what about our young men home for the holidays? 
Aren’t we apt to say that his every-day shoes are perfectly all 
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Daughters and Stepping Sons 


By MADAME HAMILTON JEFFRIES 
Fashion Editor, BOOT AND SHOE RECORDER 


right to wear to the high school prom when we know 
full well that it is only the price of a pair of patent 
leathers which makes the statement. If we stop and 
think that his pair of shoes is perhaps far more im- 
portant than the box of cigars or the fancy golf shirt 
we bought for ourselves a few day ago, we might act 
differently. Remember, these are the first days of 
the young man’s social contacts. Equip the lad at 
least. Give him the assurance that his clothes are 
correct and he will handle the rest. Express these 
thoughts in advertising, picture them in displays and 
you can develop extra-pair sales on evening footwear 
during the holiday season. 


Lack back and remember 
how you felt trying to dance in heavy street shoes, 
then write your advertising with a human interest ap- 
peal. If you do not sell shoes from the ad, you will 
have made a future customer of the boy whose parents 
fail to study the needs of their children. 

Many merchants who have never bothered to buy 
style lines for the growing girl and youthful trade 
have missed a nice profit and the future patronage 
of the grown up customers. 

There are also in the market today smart daytim: 
shoes, types for the school boy. The shark skin tip 
and quarter detail are practical and styleful as shark 
skin does not scuff. Two-toned oxfords and the white 
buck with dark brown or russet tips are now in the 
boys’ lines of shoes as well as the grownups. 


New - 


items in turf tone elk and Scandinavian calf are show- 
ing in the higher priced lines while the higher hiking 
boot for rough winter wear is showing a surprising 
demand. 

Merchants have done very little to promote new 
shoes for boys through the effective ads. Window 
displays featuring sport hose, gloves, and shoes alone 
do not attract the boy’s attention as baseballs, foot- 
balls, knives and fishing tackle do. It is up to the 
retailer to use his ingenuity and build his windows 
with news pictures of aviators, sport heroes, explorers, 
or perhaps an electrical or radio device. A readable 
notation should be attached to the pictures so as to be 
sure of attracting more than momentary interest. In 
this way good will is built up for the merchant and 
the youth gets the habit of looking in the window for 
news. 

Watch children at play—study their habits and 
movements. How do they handle their feet? Are the 
present: day lasts correctly styled for present day liv- 
ing? What do children prefer? And what kind of 
children do you serve? Have you the neighborhood 
store or a metropolitan clientele? And do the children 
select their shoes or do the parents decide? 

With the changing of the time, the presentation of 
merchandise has also taken on a new character, and 
the appeal to the customer must be so subtle as to be 
attuned with the current swing. 

Thayer McNeil Company of Boston has made a 
thorough study of how to approach children and the 
youthful customer. This approach has been taught 
to all the salespeople and has been the basis for a 
very profitable department which stands by itself in 
the city of Boston. 


) 7) 
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Put Christmas Appeal in Your 


Millions of dollars in Christ- 
mas Club savings are now 
available for spending. This 
distribution of accumulated 
savings will give a big for- 
ward impulse to retail busi- 
ness in the next six weeks. 
Much of the money will be 
spent for Christmas gifts. 
Much will go for necessary 
replacements of clothing, 
furnishings, accessories and 
footwear. Shoe merchants 
should plan their advertising, 
displays and promotion for 
the remainder of the year 
to make the most of this 
extraordinary selling oppor- 
tunity. 


on looks as if this year’s 
biggest upswing in buying may come in the last six 
weeks of 1930. 

People who have been cautious and economical will 
always purchase at Christmas time, spending consider- 
able time in shopping stores and getting the most for 
their money. Stocks are sufficiently low to allow the 
purchase of odd items which are not regular merchan- 
dise but form a background to attract the holiday 
trade. 

Women who have never owned a pair of jeweled 
buckles are not going to rush to buy just because there 
are buckles in the show cases. A sales appeal and an 
interest must be created by the wide-awake and keenly 
alert merchant. Suggestive selling must be handled 
delicately and with tact. Overdoing and an over-anx- 
ious method builds up hesitancy in the buyer’s mind 


24 


which is followed by customer dislike for the mer- 
chandise as well as for the promoter. 

The timing of approach and the absence of tense- 
ness or strained manner are two important qualifica- 
tions for suggestive selling. Causing the customer to 
realize that her time is the important time and that you 
are there to serve with the accompanying courtesy that 
goes with the service builds up a lasting good will 
which is often reflected in immediate sales. 

Newspaper ads should tell a clear and flowing story 
of store merchandise. The mother or sister would en- 
joy the evening overboot which may be exchanged 
after Christmas for individual selection. Suggest to 
the perplexed man that you have the Christmas gift 
certificate which will solve his problem. 

The “two of a color” selection of hose often brings 
about the sale of a half dozen pairs. Again, the four 
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Selling in the Holiday Season 


pair of golf stockings or a selection of fancy lisle for 
sports, the Pullman pocket slipper or the set of buckles 
and heels to match are all sales ideas if given the proper 
advertising set-up or the sales promotion appeal. 


When bags are being sold 
the salesperson should elaborate the unusual feature, 
showing the concealed money pocket, the split change 
purse and the deep folds on the side which leave 
ample room for holding papers. 

Relatives may even select an evening slipper with 
the proviso of exchange. Jay’s, in Boston, always 
makes a feature of Christmas hosiery bags which are 
given with three or more pairs of stockings. These 
bags or envelopes are usually of deep red and are 
made of very heavy paper. The face of the bag is 


an illuminated design with fanciful tracery. Women _ 
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The buyers’ strike now gives 
way to the big, universal, 
human impulse to spend 
money for Christmas giving. 
Millions of Americans who 
have been practising strict 
economy through the year 
will loosen their purse strings 
in the next six weeks to buy 
gifts for their families and 
friends and things they need 
for themselves. There will be 
a sharp competition among 
various lines of trade to cap- 
ture as much as possible of 
this holiday .business. To 
make sure of their share 
shoe merchants must mer- 
chandise aggressively and 
advertise effectively from 
now until Christmas. 


save them and utilize them for carrying gloves to the 
cleaners or for small parcels or for holding stockings. 

One Fifth Avenue shop styles a soft silk work 
square with twelve pairs of evening stockings tucked 
inside. This is always a most appreciated gift. 

It all sums up to this: It isn’t so much what you 
sell as how you sell it and what thought you put behind 
your merchandise. If you believe in and are truly 
interested in your work you will find a way to show 
and sell that which you have, but you will never sell 
it if you sit down and think how hard times are. 

You have just two months before the books close 
and what your inventory says is largely up to you and 
your sales force. If the force can’t make the sales and 
you think you know how, show them. Proper instruc- 
tion and supervision will often very materially increase 
the efficiency of the sales organization in holiday time. 





Left to right: M. A. Mittelman, convention chairman; A. O. Day, chairman exhibits and hotel reservations 
committee; J. E. Wilson, vice-chairman; Elwyn Pond, vice-chairman 


Ten Big Reasons for 


Chairmen of N. S. R. A. Convention 


R. H. FYFE 


Honorary Chairman 


“The spirit of Detroit is youth, 
aggressiveness and energy. I 
have seen and lived through 
many periods of business un- 
rest, during my experience as a 
retail shoe merchant for over 
half a century. But inject into 
any business the spirit of youth, 
aggressiveness and energy and 
I predict a wholesome and 
stimulating effect on your busi- 
ness. The N.S.R.A. conven- 
tion is prepared to administer 
this formula. You can get 
ahead, when you get together.” 


“Thirty-three of Detroit’s progressive retail merchants 
are working and planning to give the N. S. R. A. its 
greatest convention. They have consolidated their 
energy and effort to make the 1931 convention a prac- 
tical meeting of shoe-minded merchants. Come to 
Detroit, for no other reason than to make a profitable 
investment in your business which will pay dividends 


during the coming year.”—M. A. Mittelman 


“Present figures indicate we will have on display ap- 
proximately 400 lines of shoes. The representative 
factories from every important market will have their 
Spring lines spread for the first time. Your Spring 
shoes must be bought style and profit right. Here in 
Detroit you can compare styles, grades and prices, in a 
consolidated market of the industries greatest manu- 
facturers. It’s a new opportunity to develop and con- 
tact new sources of supply for the new era merchan- 
dising just ahead. 

“More important you can do it at less expense of money 
and time, as Detroit during the convention will present 
the world’s largest sample room. As a merchant, I say, 
come if for no other reason than to know what shoes 


will sell in 1931—at a profit.”—-A. O. Day 


“The changing conditions confronting us in 1931 re- 
quire serious study. No better place could be se- 
lected than Detroit at the N. S. R. A. convention on 
January 5, 6, 7 and 8, where thousands of merchants 
will convene and in consultation and discussion posi- 
tively meet the situation with courage and success.” 


—J. E. Wilson 


“The shoe merchants throughout the state of Michigan 

have pledged their support to Detroit and every co- 

operation is being offered to make the convention suc- 

cessful. As an N. S. R. A. director and sort of un- | 

official observer, look forward to a great meeting and 
splendid time.”—Elwyn Pond 
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Left to right: V. V. McBryde, chairman styles show committee; Clyde K. Taylor, vice-chairman; A. M. 
Goetz, chairman entertainment committee; John Hodge, chairman registration committee. 


oing to Detroit >>> 


Committees Tell \What Awaits Merchants 


“The 1931 Pageant of Footwear Styles will be the shoe 
show of the century. This statement is made with gen- 
uine sincerity. The Detroit Auditorium offers perfect 
facilities for this marvelous style show. Seats over 
5000. Has complete theatre equipment for a superb 
production. A closeup ‘shoe-view’ of each pattern dis- 
played by Detroit’s youthful and charming manikins 
of beauty. A seat for each of the three style shows. 
Shoes from the smartest designers. Entertainment 
galore, just a bigger and better style show tells it all.” 

—V. V. McBryde 


“A number of publicity features planned will focus at- 

tention on footwear during the four days of the con- 

vention in a way that we hope to make the nation shoe 

conscious during the period of the meeting. Come to 

Detroit, bring other merchants with you, but arrange 

to capitalize your visit to Detroit with local advertis- 
ing tie-up.”—Clyde K. Taylor 


“For those who prefer entertainment Detroit offers ex- 
cellent theatre and numerous movie houses. A pro- 
gram of entertainment is being planned that will meet 
with the approval of the visiting merchants. Your long 
planned trip abroad is only ten minutes away and can 
be made for 5c. Inspection of the huge motor car 
factories will be arranged. You'll have a lot of fun 
with old friends and new.”—A. M. Goetz 


“There will be no charge for registration. Every one 
must register for style show tickets. This is the only 
method possible for controlling the situation. All reg- 
istration will be in the Book-Cadillac Hotel ballroom 
floor. There are ample hotels for every one in the 
area of activity at no increase in rates. Reduced rail- 
road fares have been granted from the United States 
and Canada. A warm welcome is waiting for you in 


Detroit.”—John Hodge 
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MRS. ELWYN POND 


Chairman Women’s Committee 


*A word to the wives is sufh- 
cient. A splendid program is 
being arranged for all visiting 
ladies. Bridge, luncheons, thea- 
tre parties and visits to the great 
department stores is but slight 
evidence of the extensive plans 
being made to make the visit- 
ing guests happy during their 
stay in Detroit.” 
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Spend, and Give 


URRENT gossip and reports about “It’s smart 

to be thrifty” or even “practical gifts for Christ- 
mas” may do more harm than good. The advice, 
“Spend, and Give” is entitled to equal consideration. 
What’s Christmas for, if it isn’t for those who have 
to give to those who haven’t? Savings banks are 
loaded with money, according to current report. The 
problem is to coax it in to circulation. It takes the 
spending of money, as well as the saving of money, 
to make business good. Is there any better way to 
spend than that of adding to the joys of Christmas ? 

The shoe merchant may do his part. There are 
fine goods, luxurious shoes, and jeweled ornaments, 
and other expensive wares, for those who have the 
money to spend. There are the Christmas gift cer- 
tificates, a convenient means for giving a pair of shoes 
to those who need them. 

Business needs the spirit of charity, as well as hard 
boiled facts and figures, to keep it going. 

William Trufant Foster says: “The well-to-do can 
help us out of the present business depression of spend- 
ing more money immediately for so-called luxury. 

“If people as a whole spend too little—which is the 
same thing as saying that they save too much—they 
defeat the object of saving. That is what the people 
of the U. S. have been doing all this year. Right 
now, large income receivers are trying to save more 
money than this country as a whole can possibly save 
to any advantage. For saved money is of no use to 
the country as a whole until it is invested. 

“In short, the people of this country are spending 
billions for things which cannot possibly bring such 
durable satisfaction as the better kinds of luxuries. 
Beauty is a necessity. Chewing gum is not—even 
though the flavor lasts an hour. 

“In the past, people who can well afford fine jewelry 
have refrained from buying in times of business de- 
pression. But they can no longer feel that way ex- 
cept through ignorance. We know far more than we 
used to know about the causes of hard times. We 
know that thrift can be very wasteful. Right now 
the self-denial of wealthy people is keeping many poor 
fellows out of work. For the public good, a period 


of business depression is exactly the time to buy 
‘luxuries’ freely. We must not waste this country’s 
substance in riotous savings.” 


VvVv 


Less Resistance to Brown 


OU don’t have to sell brown shoes in resistance to 

the sale of a pair of blacks. The rich-brown shoe 
is in and it looks as though it will increase in style 
interest as Easter approaches. 

That’s about the verdict of the Men’s Style Commit- 
tee gathering to consider some brightening influence 
in men’s footwear. The outlook is for more grey suits 
and more blue suits for spring and the style followers 
say there is a place for the new, almost wine-shade of 
brown, to wear therewith. 

Men are beginning to break down the idea of en- 
semble complete, by a change of necktie and shirt 


Ask Me Another 


—Is there any less money in this country 
today than there was a year ago? 


—No—the fact is there is more money. 
—Then why has business been so unsettled? 


—First, because we have been worshipping 
false economic idols; second, because we 
have been making false comparisons, 
using 1929 as a model year; third, be- 
cause as a result of fear much of our great 
money supply which represents purchas- 
ing power, has become stagnant. 


—What do you mean by stagnant? 


—That it has been taken out of circulation, 
has been hoarded, in fact. 


Pisin Te. 


President. 
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MESSAGE NO 1 


To the Man 
With a Job and an Income 


You will be interested in Remember — prosperity is 
this message for more rea- money "7 circulation. Fear, 
eons than one. (t contains both yours and mine, has 
live aews about a five sub- stopped the normal circula- 
ject. Don’t read it if you tion of money, and beth of 
are satisfied with oresent us feel the depression 


conditions This appeal is aot altruis- 
You and | know that a tic Rather it is 
resumption of — - We are heiping oe" - 
be brought about - S help us. Prosperity for your 
sumption of connanable egend poe od is orosperity for you 


Enough of the abstract 
Concretely the plan is this. 
aoe. “Bust The ba yt 

eek. October 12 to 


(8, put — circulation the 
money you —, been hidin 
away in LR. sock until 
“times wt itter’” Don't 
‘ oo" something 

you need — something your 
family needs Pay a bill 
Pay cash for the things you 
o-. Get the money in cir- 
ation. You know it will 
business but even you 
be Len at the 


now — when we need it actual res 


The movement needs you. This advertisoment ts yours 
your neighbor. your friends mine. Don’t tet 
Think it over Talk it over attention. Talk 
Common sense will convince it over Think it over Then 
you it is op sound do your part. 


economics — that it is 
workable Get back of it. CHINS UP! WHO’S AFRAID? 


ing. Unreasonable saving is 
prolonging the admitted busi- 
ness depression 


Let’s save prosperity in- 
stead of dollars 


Severait hundred public 
minded citizens of Muskegon 
are back of a movement to 
stimulate business and in 
dustry by buying now what 
they need now instead of 
= until business is oet- 

Such an action, if 


oe by a sufficient num- 
of thinking Americans, wel 
will insure better business — willl 





























BUST THE BUYERS’ STRIKE 


A newspaper ad from the Muskegon, Mich., campaign 
vVvvVv 


colors and it looks as though there was a chance for 
“change in shoe colors” from the almost inevitable 
black of this winter season. There is almost an oppor- 
tunity for cordovan if it wasn’t for the fact that light- 
weight shoes are inevitable. 

Man has learned that in springtime the lighter 
weight shoe has more to commend it in comfort and 
utility. For that reason, following the heavy winter 
weights, shoes will lighten in both color and weight 
as spring progresses, until we burst into the new glory 
of sport footwear. 

By these tokens, we see a new spirit enter the men’s 
shoe business. We tell of these things, not to glorify 
the men’s shoe but to indicate the spirit of the Styles 
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Conference which is of the belief that too many words 
have been wasted on the economic nature of men. 
Too much has been said that he would sacrifice his 
dress so that the women-folk might continue to be 
blaze of apparel glory. Not so, for man is “trading- 
up” in dress, if not in price. Man is beginning to 
dress a little neater. Man is beginning to sense that 
to dress up is to look up and that it is false economy 
indeed, for even a man out of work to be run down at 
the heels. 


vvv 


The New Traveler 


HE new salesman will sell “a proposition” rather 

than a bill of shoes—to sell a house and the line 
it makes rather than a dozen pairs. The traveling man 
of the future will be a different type entirely. He 
has ceased to be a peddler of wares. He has forgotten 
all his high pressure methods, his battle competitively 
with his fellow traveler, to beat the other fellow to 
the account, to offer additional discounts to sell the 
bill, the eternal battle of wits. He will have different 
aims and ideals. He will be on the road for different 
purposes entirely, but because of that very fact he will 
be a greater producer for his house than he has ever 
been before. The traveler of the future will be the 
highest grade man in the industry. He will have the 
highest merchandising intelligence. He will be a stu- 
dent of store conduct and operation. 

The traveler is not sent to the store to sell merchan- 
dise. He goes to find the wants of the consumer in 
that territory and to supply those wants through the 
outlet—the retail store. He studies the store and its 
management. He studies the store’s system of adver- 
tising, display and general operation. He becomes a 
merchandising counsellor, a man whose presence be- 
comes very desirable in the store of the future. He 
is more interested in the store’s turnover than he is 
in the immediate size of the bill he sells. 

To travel these days costs plenty—every traveler 
needs to “make his way” daily in actual orders placed 
—for promises neither keep factories agoing nor 
travelers “in funds.” Will you on your part endeavor 
to expedite his work by keeping appointments, making 
decisions and helping him along to his next contact ? 





Putting Pep in the 


Besides Energy, Enthusiasm and Knowledge 
of the Game, the Store Manager Must 


Have Fairness and Real Understanding of 


Human Nature 


Pye personnel relations 
in a retail store refers to the relationship between the manager and 
his employees and between the employees themselves. Good per- 
sonnel relations involve a spirit of harmony, a cooperative feeling 
and attitude on the part of every one in the group, the spirit which 
makes for teamwork and which gets things done. 

Compare, if you will, two stores, perhaps in the same general 
neighborhood. In one the personnel relations are basically right, 
in the other there is turmoil and chaos. 

The first store is bossed by Manager Jones, and when I say 
“bossed” I mean “bossed.” Mr. Jones prides himself on being a 
“driver” and on being “hard.” He believes in handling his men 
like a section boss. As a result, they have just as much spirit and 
initiative as the members of a railroad section gang. They never 
do any more work than they have to do and they only exert their 
efforts when he cracks the whip. 

Mr. Jones would be surprised if he heard what his men said 
about him and the company behind his back. His salespeople never 
stay with him long; they are constantly seeking better opportu- 
nities elsewhere. They fail to respect him and they constantly “pass 
the buck” to one another and argue over trifles. It is almost im- 
possible to keep the stock work in Jones’ store up to date. The lack 
of teamwork makes it necessary for a few, more easily imposed 
on than the rest, to put in considerable overtime. 

A few blocks away is another store operated by Manager Smith. 
Smith believes in handling his employees like human beings. He 
knows all about them and their abilities. A number of managers 
and assistants have been promoted out of his store. Tardiness is 
unknown. Overtime work is practically never required. Every 
salesperson in the store seems to radiate enthusiasm and courtesy. 
Manager Smith stands by his men and they stand by him. If he 
were to be transferred to another store, many of his employees 
would be heartbroken. 

Compare the success of these two stores. Sales in the first store 
are steadily slipping. Manager Jones says it is due to “increased 
competition.” In the second store, despite depressed business con- 
ditions, sales are more than holding their own. Compare store 
conditions in the two stores. Compare the number of men pro- 
moted from each. Compare the percentage of labor turn-over, and, 
most important, note the appearance, manner and bearing of the 
employees in each. 

To what shall we attribute the difference in them? Both man- 
agers are old-time shoe men. Both have a good education and to 
the customer both appear to have a pleasing personality. But 
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Shoe Sales Force mare 


By 
R. O. BECKMAN 


Personnel Director, Wise Shoes, Inc. 
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ALWAYS 
CouRTEOUS 


Manager Smith is a leader and knows how to get things done by ’ 
others, while Manager Jones resorts to brute military discipline Let's 
and has never realized that leadership is the most important quali- eal 
fication of an executive. The secret of success or failure in the Get 
case of these two stores lies in the one factor of personnel relations. 
What are the characteristics of the manager who is a leader? 
Let me summarize them briefly, so that we may understand on Ah 
what sound personnel relations depend. y } ¥ Shoes 
Of first importance is the possession of physical and nervous : ; 
energy, closely related to which is that combination of physical , Sold 
and mental qualities spoken of as enthusiasm. Energy and enthu- ra ; 
siasm are largely dependent upon keeping one’s self physically fit. Fa Right 
The second important qualification for adequate command is that 
of trade knowledge. The store manager must “know his stuff” 
and be able to do (or at least show others how to do) nearly 
everything which he expects of his employees, as well or better 
than they can do it themselves. 











Goon WORK Jou More 




















Between 


CA 
5 
RY 


Now 


Ny 


ae 
— 
— 
Leg 
a) 
2 
i 
BO 
a 
Z 
CZ 


and 


Z 
5 
A 
7 





Tre possession of adequate intelligence, 
the ability to get to the point of things quickly, is naturally an 
important quality. Imagination is required—ability to draw facts 
from past experience and put them into new combinations. Knowl- 
edge of human nature is important. The first well-known philoso- 
pher 2000 years ago said that the proper ‘study of mankind was 
man, and the statement still holds good. The manager should 
know how different types of individuals react to various kinds of 
situations, for no two men are exactly alike. It will be well worth 
his while to read a volume on business psychology. He must fur- 
thermore be a teacher and be able to impart information and 
experience to those under him. 

Finally, and of greatest importance of all, the quality that dis- 
tinguishes leaders is their attitude toward those whom they lead. 
The leader-manager must be interested in people. He must have 
faith in them. He must like them. The successful manager is 
warm-hearted though he remains cool-headed. 

We have summarized the important qualifications for leadership 
in business. Let us go further and find more specific answers to 
the question: What is the secret of getting things done by others? 

The quality of energy involves an attitude of forcefulness on 
many occasions. Although the executive should recognize that his 
employees are human beings and not overload them with more 
than they can do, it must not be forgotten that the purpose of any 

organization is to get its work done. It is true that some men do 
not work well without some external pressure and a certain amount 
[TURN TO PAGE 74, PLEASE] 
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Modern Life and Flat Foot 


How the Demands of Civilized Existence Contribute 
to the Prevalence of Pronation and the Part That 
Improper Shoes Play in Its Development 


By HUGH THOMPSON 


Sixth of a series of articles about feet and footwear from the standpoint of foot health 


The cause of pronated 
arch or flat foot, as we have seen, is the overstrain 
of the muscles of the leg that support the inner arch. 
This overstrain or weakening of the muscle may arise 
from a variety of causes. It not infrequently is the 
result of general debility following illness. 

A sudden unusual strain, such as the turning of 
the foot by stepping on some rough surface, may, if 
neglected, result in a flat foot. Short shoes that pre- 
vent the free action of the toes may throw out the 
whole normal action of the foot. In fact, I believe 


that short shoes are responsible for much of this . 


trouble among men. The average man will insist on 
shoes that are wide and easy, but it has been my ex- 
perience that he is harder to persuade to take an extra 
length than is the average woman. 

Overweight is a frequent cause of foot trouble 
because the addition of many pounds of burden is 
not accompanied by a corresponding increase in the 
size of the feet, nor any appreciable strengthening of 
the muscles. On the contrary, as surplus fat increases, 
the efficiency of the muscles seems to de- 
crease. Another cause, applying also to 
men rather than to women, is the shoe 
with an exaggerated “swing.” I mean the 
shoe that has the forepart swinging to the 
inside so that, if you stand them side by 
side, they look parrot toed. 

The kind that, if you look at the bottom, 
the rear half is pointing northeast and the 
forward half is pointing northwest. I 
know that some of. my readers will take 
exception to this statement, but it is easy 
to demonstrate that the human foot does 
not point in two directions and no foot 
can function nornially in such a shoe. 


With due allowance for all of the above reasons 
for flat foot, however, the main reason that there is so 
much foot trouble is the abnormal demands made upon 
the feet by the modern conditions of life, and that 
the development of the shoe from the primitive sandal 
to its present eminence as a style accessory has been 
almost wholely without regard to the needs of the feet 
under these new conditions. I will have more to say 
about that angle later, but I want to point out first 
a few other things that make life hard for the feet. 


I. is said that America, 
or perhaps I should say the United States, has more 
improved highways and paved streets than any other 
nation on earth. It also has more flat feet per capita 
than any other nation. I met a farmer on a State 
road one day. The road was a fine, new, concrete 
highway. The farmer was driving his horse on the 
dirt beside the road and the horse was kicking up quite: 
a bit of dust. I asked: ‘Why do you drive over 

the dust when you have this fine new 
road?” His answer was: “It’s better 
for the horse. If I drove him all the 
time on that hard road he would be all 
stove up.” 

The wise hiker does not walk on the 
concrete. He takes the side of the road. 
What is bad for the horse is bad for the- 
human. The demands upon the feet on 
hard, monotonously even surfaces is en- 
tirely different from that on the soft, 
yielding ground. 

Many of the articles I have read place 


great emphasis on the perfect feet of the: 
[TURN TO PAGE 72, PLEASE]' 
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In-Stock _ the Price Problem 


A number of important 


chain shoe store organizations have, within the past 
few weeks, announced lower prices to meet the pres- 
ent situation in retail business and to satisfy the re- 
quirements of a large number of consumers who are 
looking for lower priced shoes. 

The A. S. Beck Shoe Company has decided upon a 
plan whereby its shoes will be sold at a ten per cent 
reduction until the end of November in order to stim- 
ulate public buying and assure employment for its 
numerous personnel. 

John Ward, Rival, Thom McAn and Traveler shoe 
stores, operated by the Melville Shoe Corporation, are 
marking their shoes ten per cent lower “as long as the 
depression lasts,” according to an announcement by 
Ward Melville, president of this important retail or- 
ganization. 

How are the independent retail shoe stores of the 
country to meet the competitive situation created by 
such announcements? One way—the obvious way, 
perhaps—is by advancing the dates of the usual end- 
of-the-season sales and announcing immediate price 
reductions “across the board.” There is a very seri- 
ous danger, however, in the adoption of such a policy. 
As soon as it is started by a few important retail 
operators it will spread like wildfire across the coun- 
try. Shoe prices at wholesale have not been materially 
reduced and if there is a widespread and drastic de- 
struction of retail values, the net result can be nothing 
other than heavy losses of profits to be borne by the 
retailers. 


Independent retailers would lose heavily by such a | 


destruction of retail values. In the first place there is 
no assurance that price cuts will result in the expected 
stimulation of volume. If the public isn’t in a buying 
mood, ten per cent less may not provide the needed 
incentive to stimulate demand. Someone may come 
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out with a fifteen or twenty per cent reduction, and 
what will have been gained? Chain stores may be able 
to increase their sales sufficiently to make up the loss, 
but few independent stores can hope to accomplish 
this. 


0. the other hand 
independent merchants must in some way meet the 
situation or risk forfeiting a considerable portion of 
their business to the chains. Here is a possible way 
that suggests itself to us as more constructive than a 
competition of price slashing. Add a lower priced 
line, purchased from in-stock, which can be merchan- 
dised at a price to meet the new levels of the chains. 
By making use of the in-stock service of the manufac- 
turer, investment in such lines can be held at a mini- 
mum and an adequate turnover obtained to make them 
show a profit, even on a close mark-up. The danger 
of an undesirable accumulation of odds and ends can 
be minimized. Customers desiring better quality can 
still be served at regular profits. And the edge of the 
regular clearance sales, to be held later in the season, 
will not be dulled by premature store-wide price slash- 
ing. 

The present demand for lower price footwear chal- 
lenges the best merchandising brains of the industry. 
There is nothing in sight to indicate that wholesale 
prices are to be generally reduced. On the other hand 
the new tariff is tending to hold prices up and shut out 
low price importations. Some outstanding retail firms, 
like the Fontius Shoe Co., of Denver, have already 
met the situation by adding lower priced lines. We 
believe that the in-stock service of manufacturers 
offers an opportunity for other stores to do the same 
without unduly adding to their inventories. Thus it 
helps the merchant meet a pressing problem. 





QUICK Turnover Turns More Profits 
Your Way! These Smart, New Shoes Are Kept 
In-Stock .. . ready for immediate shipment 





Youn probably want EVERY 


new Drew pattern. There’s no. 
doubt but that your fashionable 


customers will! We keep them 
In-Stock for you .. . ready io 


ship the same day your order is 
The PAROS received. 
No. $4812 


$4. 
Black Silk Kid, Black Sand Snake 
Strap, Last No. 282, 15/8 Covered Heel. Black Silk Kid, Patent Strap 
Python Patches, Cut-ou 


No. $4813 $4.00 
Same, only in Chestnut Brown Kid with Metatarsal Arch Rest Last, 16/3. ‘Con 
ered Heel. 


Snake Strap. 


No. $4818 $4.00 $5.2 
Same, only White Kid, with White Sand asia only in’ Chestnut Brown Kid, 


Snake Strap, Cut-out. Brown Kid Strap, Bisque Lizard 


No. $4819 Patches. 
Same, only Brown Ooze Calf, 

Sand Snake Strap, Cut-out. 

No. $4820 $4.0 
Same, only Brown Ooze Calf and Brown 


The VERBA 
Calcutta Lizard Strap, Cut-out. No, 56026 


$5.90 
Black Silk Kid 4 Eye-tie. Black Baby 
ge Tongue and Inlay. Cut-outs. 
66 Metatarsal Arch Rest Last. 
15/8 Covered Heel. 
No. $6027 $6.1 
Same, only in Chestnut Brown Kid, 
wn Hilo Watersnake Tongue and 
nlay. 


The NEYSA 


$6010 $6. 
Black Silk Kid One Strap. Black Baby 
Shark Collar on Vamp and Trim on 
Quarter. Black Silk. Kid Inlay on 


amp. Cut-out. 


The DIONE 


Black Kid 4 Eye-tie, Black Sand Snake 
Lace Stay and Tongue. Last No. 269, 
14/8 Covered Heel. 

No. 84817 $4.00 
Same, only in Chestnut Brown Kid with 
harmonizing Brown Kid Lace Stay and 
Tongue, 

No. $6005 $6.00 
Back Silk Kid 4 Eye-tie, Black Sand 
Snake Trim, Cut-outs. 59 Metatarsal 
Arch Rest Last, 15/8 Covered Cuban 


The ROSLYN 


$4814 
Black Silk Kid, 3- Eye Tie. Natew a. 
lay. ered — 269, 15/8 Covered oes 


No. S48 4 
Same, ae in Chestnut Brown Kid with 


Hilo Lizard Inlay. 


DREW 
MODERN 
MODES. 


Footwear Fashions 





Heel. . . 
No. $6006 r The MIRIAM 


Chestnut Brown Kid 4 Eye-tie, 
Tone Kid Trim, Cut-outs. 59 Metatar- 
sal Arch Rest Last, 15/8 Cove:ed 
Cuban Heel. 


The OLETA 


* $5. 
Black Kid 4 Eye-tie, Black Sand Snake 
Tongue, Grey Reptile Inlay, Cut-outs. 
No. 57 Metatarsal Arch Rest Last, 15/8 
Covered Heel. 


Same, only in Chestnut Brown Kid 
with Brown Kid Tongue, Brown Rep- 
tile Inlay. 





No. $7856 \ 
Mat Kid with Patent Trim, Ornament 


of same combination. No. 63 Metatar- 
sal Arch Rest Last, 16/8 Covered Heel. 


Size runs on all of illustrated 
shoes as follows: 


AAAA.... eee eeeee ee 6109 


Shoes for Women 
“keep the foot small” 





THE IRVING DREW 


COMPANY ---- PORTSMOUTH, OHIO 
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CASE ssa? CASE “RY 


295,780 pairs of 
actual sales 





1993 pairs of ac- 
tual sales of a 
popular price line 


CASE “E” 
323 pairs of well 
balanced odds 
and ends which 
sold out almost 


to a pair 


CASE ssp” 


325 pairs of a 
stock being 
closed out 


CASE ssc” 
3805 high grade 


pairs offered in 
July sale 





% % 


Pairs % 





CENTER ZONE 
Middle Eight 


Sizes 


93,031 | 31 17 


95 28 





SAFETY ZONE 
Next 18 Sizes 


128,791 | 44 27 





CAUTION ZONE 
Next 20 Sizes 


56,587 19 





DANGER ZONE 
All remaining 
extreme Sizes 




















17,371 ! 37 



































CaseA 74% in 24 Center and Safety Zones 


Case B 44% ‘“ 

Case Cc 57% se oe sé “é 
Case D 34%, 66S 6é 6“ 
Case E 711% 66k 66 ‘6 


6% in Danger Zone 
3 0 66 66 6 
ee “ce sé 
66 66 66 


“ec se “ce 
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SIZES versus STYLES 


Five Actual Size Experiences Which Tell 
a Compelling Story 


Adithough style emphasis 


in footwear, both men’s and women’s, has dominated 
the attention of the shoe industry for years, there 
exists today a growing emphasis of the importance 
of sizes. When the big Burrill size chart was shown 
at the National Convention at St. Louis, with its 129 
pairs of shoes on an enormous display measuring 17 
x 25 feet, it awakened a tremendous interest not only 
in all branches of the shoe industry, but among con- 
sumers as well. The entire industry gave its approval 
to that phrase from the chart, “After all the biggest 
thing a shoe store has to sell is a SIZE and a FIT.” 

In connection with the Boston Shoe Show, in July, 
Ernest Burrill, in his capacity of Educational Ad- 
viser of the National Shoe Retailers Association, 
brought out figures on women’s shoes reflecting the 
sales experience of 300,000 pairs of women’s shoes in 
the medium price range. In all there were 140 dif- 
ferent sizes, from AAAAA to E in width and from 
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2 to 11 in size. In general it told the same basic 
story reflected by the men’s chart, which perhaps is 
best summarized in condensed form in the next para- 
graph. 

The total sales analyzed were 295,780 pairs, from 
over 70 stores in all parts of the country, in large and 
small cities. The prices ranged from $6 to $15, prob- 
ably averaging about $8.50 at retail. Each of the 
eight middle sizes—6 and 6% AA; 5%, 6, 6% A, 
and 51%, 6 and 64% B—showed over 10,000 pairs. To 
be exact, these eight “center sizes” showed a com- 
bined sales total of 93,031 pairs or 31 per cent of the 
total. The next 18 sizes sold 44 per cent of the total, 
and the next 20 sizes sold 19 per cent of the total. 
These three zones, which Mr. Burrill has designed as 
“center,” “safety” and “caution” zones, sold 278,489 
pairs of the total of 295,780 pairs, and involved only 
46 of the total of 140 “size spots.” This left in the 

[TURN TO PAGE 41, PLEASE] 





Do YOU KNOW THAT 
NATIONAL ADVERTISING 


Makes Selling Easzer for You 





Over 5,000,000 women read Natural Bridge ads 
every month in Good Housekeeping and the Ladies’ 
Home Journal. 


Over 5,000,000 women listen to the Natural 
Bridge radio program every Friday night over stations 
WJZ, New York; WBZA, Boston; WBZ, Spring- 
field; W BAL, Baltimore; WHAM, Rochester; KDKA, 
Pittsburgh; WLW, Cincinnati; WIBO, Chicago; 
KWK, St. Louis; KFAB, Lincoln; WREN, Kansas 
City; WRVA, Richmond; WPTF, Raleigh; WJAX, 
Jacksonville; WFLA, Tampa; WIOD, Miami. 


Thousands of these women live in your own 
community, and are looking for Natural Bridge Shoes. 
(Write us and we will let you know exactly 


how many women in your own city read the 
Natural Bridge Advertisements each month.) 











Are you taking advantage of this extensive cam- 
paign and featuring Natural BridgeShoesin yourstore? 





If not, write at once for our exclusive Agency Plan. 


NATURAL BRIDGE SHOEMAKERS 


Lynchburg (Division of Craddock-Terry Co.) Virginia 


¢$ GOOD TO THE FOOT ¢ 
GOOD TO THE EYE 


GOOD TO THE POCKETBOOK 





“Why pay more when 
so much can be had 
for so little?” 


fA 


WIDTHS AAA to EEE NEW YORK OFFICE: 
E. B. Drake, Marbridge Building 


Neturat Bridge Od: S003 
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Qeverai years ago it used 
to be argued that buying from in-stock almost auto- 
matically increased the sales volume because of the 
increased number of times which the store stock could 
be turned per year. There are in evidence, as a matter 
of fact, the records of many merchants who have been 
able to do this very thing. Today, however, the mer- 
chant is faced with a different problem because of the 
increasing number of his competitors, which frequently 
precludes the possibility of greatly increasing his 
volume. 

It is to these merchants that buying from the in-stock 
line of manufacturer or wholesaler offers still another 
solution. 

In the opinion of a man who has spent several years 
in studying this problem, the largest profits are made 
these days, all else being equal, by the merchant who 
has the best control over his merchandise inventory. 

“Here,” he says, “is a case in point. Let’s presup- 
pose a small merchant doing a volume of $39,000 per 
year. His average inventory, at cost, is $13,000. He 
operates on a gross profit of 3344 per cent, which means 
a mark-up on cost of 50 per cent. If his average in- 
ventory at cost is $13,000, the selling or retail value of 
that inventory must be $19,500. This sum divided into 
$39,000 gives a quotient of 2. He is turning his stock 
twice a year. 

“This merchant, of course, has been placing his orders 
far in advance and has not been taking advantage of 
the opportunity offered him to buy from in-stock. 

“Suddenly he switches his entire method of buying. 

“He buys much closer to actual neels. He buys in 
smaller quantities. He keeps his average merchandise 
inventory much lower than he has been keeping it in 
years past. He finds at the end of the year that he has 
turned his stock three times in- 
stead of two. 

“What do the figures show 
now? 

“If his stock has been turned 
three times instead of two and 
his total sales volume for the 
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The merchant who makes the 

best profits is he who succeeds 

at all times in keeping his stock 
under control. 


year has remained the same, his average merchandise 
inventory, instead of being $13,000 at cost, has dropped 
to $8,666—and capital of $4,334 has been released. 

“Furthermore, and for another reason also directly 
connected with this new method of buying, he will 
have increased his net profit because his total indebted- 
ness at any one time can be wiped out by his sales in 
dollars within the discount time limit specified by his 
creditor. It is true that the discounts offered by in-stock 
department managers are not as high in percentage as 
those offered in many cases by the manufacturer who 
is booking business far in advance, but a small discount 
which is earned-is better than a large discount which 
the merchant is not in position to take. 


6 
Eames net discounts 
are added to net profits. If the net profit of this hypo- 
thetical merchant of mine was five per cent in the past, 
he has made five per cent of $39,000 or $1,950. In 
doing this amount of business he has brought from in- 
stock shoes for which he has paid $26,000—and on 


which he has earned a two per cent discount. Two 
per cent of $26,000 is $520. This sum, added to his 
normal net profit of $1,950 gives a total of $2,470. 

Such profit possibilities found in the intelligent use 
of in-stock merchandising account for the steady in- 
crease in demand for in-stock shoes which has been 
apparent in recent years. While few merchants operate 
their stores entirely on in-stock, there is a strong ten- 
dency on the part of far-sighted retailers to buy a 
larger proportion of their shoes in this manner. 

In-stock service has undoubtedly proved the salvation 
of many smaller stores during this highly competitive 
period in the retail shoe business. 
One of the gravest problems of 
the shoe merchant has been the 
tendency to overload with certain 
types of merchandise which de- 
preciated rapidly in value as the 
popular sizes were sold. 





« Constant Comfort Shoes *_ 
Fe ee ee 


The Favorite There’s a definite place for these Turns in They Appeal 
also to 


every woman’s shoe store. Rigid steel arch 

of the supports, flexible turn foreparts, restful fit- 

° ting qualities, substantial soles, dainty edges, N 
Housewil e smart simplicity of style and popular prices. ere 

Waitresses 


School Teachers 
Sisters 
Every Woman 
Needing Comfort 
A ; u 
AW 


Style No. 11228K—$2.65 
Black Ruby Kid; Newport Last; 14/8 
Heel. In stock A, B, C, D, Auburn; 
A, B, C, D, E, St. Louis. 


Style No. 112—$1.95 Style No. 11128K—$3.25 Style No. 11127Q—$3.25 
Black Ruby Kid; Oakland Last; 12/8 Black Ruby Kid; Newport Last; 14/8 Black Ruby Kid; Belmont Last; 12/8 
Heel. In stock B, C, D, E, Auburn; Leather Heel. In stock A, B, C, D, Heel. B, C, D, E, Auburn; A, B, C, 
A, B, C, D, E, EE, St. Louis. Auburn; AA, A, B, C, D, E, St. Louis. D, E, St. Louis. 


~. 


Style No. 105—$2.25 Style No. 391—$2.10 Style No. 382—$2.65 
Black Ruby Kid; Richmond Last; Black Ruby Kid; Melrose Last; 9/8 Black Ruby Kid; Belmont Last: 13/8 
11/8 Wood Heel. In stock A, B, C, Heel. In stock B, C, D, E, EE, St. Rubber Heel. In stock A, B, C, D, E, 
D, St. Louis; A, B, C, Auburn. Louis; C, D, E, EE, Auburn. EE, St. Louis; A, B, C, D, E, Auburn. 


AULT-WILLIAMSON 


SHOE COMPANY 


TURN SHOE SPECIALISTS 


Manufacturers of Constant Comfort and the Modern Prophylactic Shoes 
AUBURN, ME. ST. LOUIS, MO. 


* (Factory and In-Stock Dept.) (In-Stock Dept.) 
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A Simple Stock System 


Size Book and Quantity Book Give Providence Firm the Data 
Required for Control of Merchandise 


“Selling a qual- 
ity line of foot- 
wear, we have 


E.. the past several 
years Thomas F. Peirce & Son, 
of Providence, R. I., have used a 

: : been able to get 
very simple yet effective stock sys- 3 tock turnover 
tem. This consists mainly of two of nearly three 
books, a size book and a quantity times a year by 
book. A third book, a dollars and keeping a constant 
cents book, is kept by the book- check on our 
keeping department for the finan- qu _ ies and 

i sizes,” says George 
cial side. 

For strictly stock recording they 
find the two books ample for all 
facts. The more important of the 
two, the quantity book, is used 
every day and carries the greatest 
amount of information. There is 
one sheet in this book for each 
number in stock. One book is kept 
for men’s footwear and one for 
women’s and children’s combined. For the latter, 
the children’s line have a series of numbers for them- 
selves, which marks them apart from the women’s 
line wherever the numbers are seen. 

On this sheet, which holds records for the period 
of a year, are recorded the date and number of pairs 
ordered, date and number of pairs received, with nota- 
tions of any stock returned to manufacturers. A total 
record of all orders is also kept on a card index. 

To the right of these columns is space for filling 
in sales for each day of the year throughout the 
entire twelve months of the year. 

Further to the right of the sales figures is the 
“On Hand” figures, which are filled in at stock- 
taking times, giving date with number of pairs on 
hand. 

From this sheet, then, they know many facts. They 
have a complete résumé of orders and of incoming 
merchandise, with a note on any returns to the fac- 
tories. They know how many pairs of that particu- 
lar number have been sold for every business day, 
and from this, of course, they have totals for any 
week, month or any given campaign period or such. 
From this they can easily check results from adver- 
tising of that particular number. Compared with 
orders, they can tell whether the style is selling as 
well as it should or not. If it is a novelty or season- 


Son, Providence. 


seen.” 
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E. Peirce, Jr., of Thomas F. Peirce & 
“It takes but little 
time to keep it and it certainly is 
about the most practical | have ever 


“While the size book is valuable,” 
adds Mr. Peirce, “it is not used so 
much as the quantity book. Its main 
purpose is to keep a check on sizes 
so that we are not low on the more 
popular sizes or high on others.” 


able number, they can tell at what 
time to feature the line by judging 
the time when sales for the previ- 
ous year started up. 

From the “On Hand” figures 
they can judge the turnover and 
the general condition of the stock 
of that number. These figures also 
serve as check to tally with the 
quantities bought and sold. 

“The entire record,” states 
George E. Peirce, Jr., “is consulted 
daily and serves to give us a great 
deal of information about each 
number in stock. It is especially 
helpful in judging future sales and 
in judging the popularity of new 
styles. To gage our buying of 
new styles, we consider the sales 
of styles nearest to the new for the previous year, 
and it answers very satisfactorily. 

“And for the sales figures it is very valuable, for 
we have a definite record of sales for each day of 
the year. To give more specialized information we 
record charge sales in red and cash sales in black, 
so that we can tell the amounts of charge and cash 
sales for each day.” 


Geo. E. Peirce, Jr. 


T.. size book, for which 

a National figuring book, No. 725, is used, contains 

a weekly check on sizes of each number in stock. 

This records numbers on hand and numbers ordered 
for each stock number according to size. 

In the upper left corner of this sheet is the stock 


number with the retail price of the shoe. Goods on 
hand are recorded by means of a 1, while those or- 
dered are noted by a dash —. By this they know at 
the end of each week exactly how they stand, not 
only in quantities in general but in sizes, which they 
find cuts down stock considerably, for no “dead sizes” 
are being carried in unneeded quantities. 

On each sheet is used a date stamp, which also 
marks “Called by ” and “Entered by Sg 
Initials of the salesman who calls and who enters 
the data are also noted. 








Like the barefoot boys of another genera- 
tion who rebelled against putting on shoes 
when school opened ... many a seasoned 
golfer today regrets the change from his 
comfortable plain-toed sport shoes to 
conventional street oxfords. Walk-Over, 
sensing his regret, has developed a new 
last especially designed for plain-toe 


patterns and which keeps the toe free 


from FAIRWAY 
to PAVEMENT 


The GRID—a new town oxford 
for men with sporting taste. 


from wrinkles. Its smooth lines make it 
very practical and correct for street wear. 

Now’s the time to catch the never-say- 
die golfers who are coming in for their 
“closed season”’ supplies. Show them 
this GRID saddle oxford. Imported stout 
Scotch grain with calf saddle. Black 
No. 1858, Brown No. 3858 carried in 


stock in Campello and St. Louis. 


WALK } OVER 


There are a few open towns in which the Walk-Over franchise is available. 
Address: GEO. E. KEITH COMPANY, Campello, Brockton, Mass. 
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SIZES versus STYLES 


[CONTINUED FROM PAGE 35] 


outside or “danger” zone 94 different size spots upon 
which the total sales were only 17,291 pairs or 6 per 
cent of the total. Any two of the eight center sizes 
showed more sales than the entire 94 “danger” sizes. 
For every pair of 4 AA sold there were more than 100 
pairs sold in either of the eight center sizes. Disre- 
garding widths the biggest selling size was 6%, with 
59,092 pairs. Disregarding sizes the biggest selling 
width was B, with 79,861 pairs. The chart below 
summarizes in condensed form the ratio of sales for 
each of the four zones. 





94 Danger Sizes 
20 Caution Sizes 


18 Safety Sizes 











8 Center Sizes 


93,031 pairs 31% 





128,791 pairs 44% 
56,587 pairs 19% 
17,371 pairs 6% 





























In contrast to this broad and rather compelling ac- 
tual sales experience we next summarize four other 
actual experiences, three of which are composite size 
sheets of odds and ends stock offered for sale. The 
other is an actual sales experience of a popular priced 
line which caters especially to larger sizes. 

It must be understood at the outset that there can- 
not be any one standard schedule of sizes either for 
buying or selling. 

Case A on the above chart is the Burrill experience 
of nearly 300,000 pairs of shoes sold in a large group 
of non-associated stores over a year’s time. 

Case B is a month’s actual sales of a popular price 
line which caters especially to large sizes. 

Case C is a composite of 3805 pairs offered in a July 
sale by a high grade large volume New York store. 

Case D is a composite of the final leftover section 
of a store which was making a final close out. 

Case E is an unusual case of an odds and ends sec- 
tion of stock which showed a surprising balance of 
stock of sizes almost in exact ratio to the 300,000 
pair sales experience. This stock closed out almost 
to a pair in the July sale because the sizes were 
balanced. ; 

The lesson from these experiences and the con- 
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densed summary are obvious. Turnover of sizes is 
just as important as turnover of departments, grades, 
leathers or patterns. In their eagerness not to lose 
sales buyers do not have the courage to omit the small 
sizes on dangerous high style shoes. 

Any buyer who can show 75 per cent efficiency in 
buying high style shoes is a wonder—nothing less. It 
is therefore obvious, or should be, that if 25 per cent 
of the styles bought have to be forced to move them, 
the chances of selling the middle or center sizes 
is 10 to 1 against the end sizes. The more dangerous 
the shoe or pattern, the more condensed should be the 
size range. 

There is but one definite lesson from all these ex- 
periences. Sizes by individual shoes are important, 
but size study by the composite method of all shoes, 
regardless of color, pattern or heel, is more important. 
And we have yet to hear refuted in terms of expe- 
rience that it is the “lack of a size, not the lack of a 
style, which causes most missed sales.”’ 


Balanced Arch Shoe Stock 


ee BALANCED stock of women’s arch shoes,” 

says H. C. Vollrath, Jr., of John Taylor Dry 
Goods Co., Kansas City, Mo., “should embrace all sea- 
sonal leathers, colors, and patterns that are consistent 
with proper style, in shoes suitable for dress, for sport, 
and for general useful wear; in sufficient sizes and 
widths to assure a perfect fit for any normal foot. 
Women’s arch shoes now cover the entire range and 
scope of women’s shoes and are not limited to plain, 
low-heeled comfort shoes. The extent to which this 
is followed, however, must be in harmony and consist- 
ent with the particular merchant’s business on this type 
of footwear. 

“The elements that enable us to maintain and de- 
velop this kind of business in the order of their impor- 
tance are: 

“1. Correct fitting: the correct size and width is 
more important in arch shoes than in other shoes. 
Manufacturers in stock departments are an aid to the 
retailer in keeping a necessary heavy inventory as low 
as possible. 

“2. Correct style: all the season’s fashionable 
leathers and colors in as many patterns and types of 
shoes as is consistent with the business. 

“3. Correct customer service: referring not only to 
our personal contacts, but also including proper cata- 
loguing and recording of sizes and styles purchased 
with its necessary follow-up, checking, etc.” 











NOW... . the Independent 


Here is the Waterproof Footwear line that 


F you are not fully satisfied with your profit on 
your rubber footwear department, now is the 


time to look over the Top Notch line. 


Top Notch Protective Distribution safeguards the 
Independent Retailer against unfair competition. 
It provides the liberal cooperation of a conscien- 
tious manufacturer, geared to serve the Indepen- 


dent Retailer better. 


It assures you a smaller end-of-season inventory. 


It gives you a fully rounded up-to-date big-value 


nationally advertised line of quality waterproof 
footwear. A line that sparkles with authentic 


style, and conforms with the season’s fashion 


demands in color and slender lines. 


BEACON FALLS RUBBER SHOE COMPANY 


Beacon Falls, Connecticut 
241 Congress St. 208 So. Jefferson St. 106 Duane Street 
Boston, Mass. Chicago, Il. New York, N. Y. 


1714 Washington Ave. 426 Second Ave., No. 530 Howard Street 
St. Louis, Mo. Minneapolis, Minn. San Francisco, Calif. 
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ADVERTISING PAGSS weMOVED 


The Shoe AD-VISOR 





A Page of Ideas for Making Your Ads DIFFERENT 





Painting Contest 
Is Good Advertising 


Here is a contest idea that can 
be used very successfully by any 
store without going to a great deal 
of expense, and if. carefully planned 
and managed it will net far more 
publicity forthe store concerned 
than would the same amount spent 
in most any other form of advertis- 
ing. 

The idea briefly is this. Secure 
an outline picture such as is in any 
children’s painting book. Have a 
cut made of this picture so that you 
can use it in your newspaper ad 
telling about the contest. 

Your contest is for children to 
color the outline picture, either with 
water colors or wax crayons, and 
the prizes are to go to the children 
who come the closest to the colors 
used on a master picture, prepared 
in advance of the contest and de- 
posited, in a sealed envelope, with 
your local newspaper. 

Skill takes no part in the contest. 
The most crudely colored. picture 
submitted may win if it more nearly 
resembles the master picture than 
any other entry. This gives all an 
equal chance and eliminates any ob- 
jections after the contest ends, from 
parents who think their children 
ought to have won. 

To put this contest on successful- 
ly it should be advertised with 
“teaser” ads, announcing the coming 
contest, for a week before the actual 
ad containing the picture and giving 
the details is run. Allow plenty of 
time for the contest—a month is not 
too long. Make it plain that chil- 
dren can either color the picture in 
the newspaper ad or trace it on other 
paper and color the tracing. If pos- 
sible have a supply of the pictures 
printed up on plain white paper and 
hand them out at the store. 

Have some really tempting prizes 
and you'll be amazed at the number 
of entries you'll have in your con- 
test. And don’t pick the winner 
yourself! Appoint two or three well 
known people in town for the 
judges. You'll interest every young- 
Ster in town. 
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New York Store Hours 8:30 A. M6 P.M. 


es days are here again 
—and cool weather 


—and Coward Shoes 


peislreridbed clr © Football game without being 
comfortably dressed? wo wars fo got «foto 
game without Coward Comfort Shoes 
re anti 
snappy ond so.comfortable, you won't mind the 
snap be ee ott You won't have to stomp your 
to keep them worm. Your Cowards will do this for 
ee ee ee ae plenty of room for your 


SYonte ‘wil’ remaie open watll ® 


oping sore heure 307A 


ees =" 


2 War oe fe Coward yo War 
Shoe 


Shoes for Mer, Women and Children — 


- SOLD NOWHERE ELSE | 


Why Not Have 
A Sales Contest? 


To stimulate selling effort in the store 
during the holiday season from Thanks- 
giving to Christmas, why not have a 
sales contest? Put up a prize that is 
worth working for, and you'll find your 
sales force will make an extra effort 
that will bring in enough plus business 
to justify the contest. 

There are dozens of ways of running 
such a contest. One good way is to 
set up each sales person’s sales of the 
preceding year as “par,” and then credit 
them with 1 point for each dollar they 
go above “par” each day. If you have 
any sales people who were not with you 
a year ago, you can easily establish a 
“par” for them by taking the average 
of the other salesmen’s records for each 
day of the previous year. 








45 





Men’s Fall Shoe 
Ads That Click 


A year or two ago we saw several 
of a novel series of advertisements 
used by a middle western shoe store 
that attracted great attention. The 
ads were used at the beginning of 
the fall season, and each one fea- 
tured some one new fall style. 

But instead of being the ordinary 
type of style ad each one had a 
heading like this:—‘We Have A 
Pair of Fall Oxfords Here You 
Will Like Mr. Foster!” Another 
one might be headed, “Here Mr. 
Mayor Is As Smart A Pair of 
Brogues As Ever Entered The 
Council Chamber!” etc. Each ad 
was addressed to some prominent 
man in the town, and all the copy in 
the ads was written as though the 
sole purpose of the ad was to sell 
that one man a pair of shoes. 

If ads of this kind are used great 
care must be taken to see that there 
is nothing in the wording to which 
anyone could take offense. If this 
is done you may be sure the ads will 
be thoroughly read, and while os- 
tensibly you are trying to sell the 
mayor, or the banker you are really 
getting your message across to a 
great many men who might never 
read an ordinary ad. 


Anniversary Sale Ideas 


November is the month when many 
stores hold anniversary sales, Here 
are some ideas you may find useful. 
If your anniversary event comes at 
sotne other time save these sugges- 
tions. They may come in handy. 

Have all your anniversary sale 
prices end with the same figures as 
your anniversary year. For in- 
stance, if it's your 29th Anni- 
versary, name such prices as $4.29, 
$6.29, etc. 

A good way to announce your 
sale is to print up big cardboard tags 
announcing the opening and _ hire 
boys to hang one on every door 
knob in town the day before. 








Wisconsin 
Shoemaking 


plus 
Regional Service 


el THE lo 
TATLINA stock 


pa SHOE ee 


The PICADILLY 


Quite the correct oxford 

for fall and winter wear. 

To be had in both 

Autumn Brown and Black 
Calf. 


$5 and $6 are the retail prices that bring the volume 
trade—but men look more closely at $5 and $6 
shoes than they do at those priced twice as high. 
So much the better for you when you’re showing the 
LEVERENZ Shoe. The upper is as fine a piece of 
calf leather as anybody’d want. The sole is sturdy 
and pliant. The full quarter lining is of calfskin. 
All other materials are in keeping—and put together 
with that added capability and care that made Wis- 


consin famous. 


LEVERENZ gives you the “jump” on competition 
thru accelerated delivery from regional stocks as well 
as thru more shoe for the money. 


Stocked in Your District 


R. H. Lane & Co., Inc. 
Crowder-Cooper Shoe Co. Indianapolis, Indiana 
Newell & Schneider Co.............. Pittsburgh, Pennsylvania 
Gramling, Spalding & Collinsworth 
J. H. Churchwell Wholesale Co. 
Stewart Dawes Shoe Co. 

Washington Shoe Company 

Jos. P. Dunn Shoe & Leather Co. 


THE LEVERENZ SHOE CO., Mfrs. 
Sheboygan, Wis. 


Los Angeles, California 
Seattle, Washington 
Denver, Colorado 





IN STOCK 


English-Made 
RIDING 


FIELD 
HUNTING 
AVIATION | 





AT POPULAR PRICES! 


“Foremost Afoot and Astride” 
WRITE FOR COMPLETE CATALOG R-30 


Colt-Cromwell Co., Inc. 
1239 Broadway EST. 1899 New York City 











Students in famous Illinois clinic 


STUDY.CHIROPODY 


Many of the world’s leading Chiropodists are former shoe people 
who have followed up their valuable experience at the fitting stool 
with a course ir, Chiropody. Today they are earning from $5,000 
“fame Chiropodists are unlimited. In the United 

e opportunities for Chi ists are n the Uni 
States rey are Frere se glory 5 coon 82,000 dentists, 
but only 5,000 Chi ists! A virgin ! 

Course only 2 years at best known College of Chiropody in 
America equips you for practice. 19th year. You are ready to enter 
with four years high school or equivalent. Largest foot clinic in 
world —over 16,000 foot cases handled annually, large faculty 
physicians, surgeons, chiropodists. Write for catalog. No obligation. 


ee a MAIL THIS COUPON TODAY -———--"—— 
ILLINOIS COLLEGE OF CHIROPODY AND FOOT SURGERY 
1327 N. Clark St., Chicago, Illinois pa ‘. 
Gentlemen: Please send me, postage prepaid, latest catalog complete 
information relative to Chiropody and your school. 


Name. 
Street and Numb 
City. State 
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ADVERTISING PAGES REMOVED 


n the SELLING END 


News of the Shoe Travelers and Sales Activities 


G. NELSON, 

e of Chicago, 
salesman for 
Nunn, Bush & 
Weldon, Milwau- 
kee manufacturers 
of men’s shoes, 
notes considerable 
improvement in 
business in his ter- 
ritory. He finds 
that the best sell- 
ers in his line at 
the present time 
are custom last 
type, mainly in 
black, to retail at 
$10. Sales on French lasts are running 
about 20 per cent of his volume. 

R. L. Clement, also a member of the 
Nunn, Bush & Weldon sales staff, is 
doing an excellent business on medium 
narrow toe lasts in black and brown 
calf. Mr. Clement has his new spring 
line and will leave on a trip in the next 
few days to cover Indiana and Michi- 
gan. He predicts that the demand for 
golf and sport oxfords will be greater 
next season than ever. 


M. CG. Nelson 


C. SCHEIFLY, of Hamilton-Brown 

¢ Shoe Co., reports business improv- 
ing in the territory he covers, which 
consists of northern Indiana. The re- 
tail demand is particularly active, ac- 
cording to Mr. Scheifly on arch-support 





Vv Vv W 


types to retail at $7.50 and $8.00. He 
finds that retail trade is showing dis- 
tinct signs of improvement and looks 
for a steady gain during the remainder 
of the year. 


en BARNES, traveling New 
York State, and Clyde Anthony, 
in Texas, won first place positions in 
the recent “Step Ahead Club” contest 
conducted by the Eastern and Western 
Divisions of the Ault-Williamson Shoe 
Company. 

Ralph Moulton was second place 
winner in the East and Arthur Darois 
finished third. 

In the Western Division, second and 
third prizes went to Gordon McDaniel 
and O. L. Rappleye. 


T= sales force of the Vitality Shoe 
Company (branch of the Interna- 
tional Shoe Company), 1505 Washing- 
ton Avenue, St. Louis, carrying the 
new spring line for women and girls, 
has been on its territories for the past 
few weeks. 

The company reports excellent future 
sales and a good seasonal business on 
floor stock shoes. They further report 
their stock department adequately sup- 
plied with shoes at this time. Addi- 
tional sizes and widths have been added 
to the numbers that are carried in 
stock. Many new patterns also have 
been added. 








Sold—and Out to Sell 








Mii... 
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Pepped up with enthusiasm over their new line, salesmen for Bob Smart Shoe Co. 


left for the road following a sales convention at the factory in Milwaukee. 


First 


cow, left to right: C. Spore, J. W. McHenry, J. A. Drechsler, H. Germanson, C. R. 
De Mint, A. E. Koecher, R. Crabtree, G. P. Utley, vice-president and general manager. 


Second row, left to right: H. Brasted, P. 
W. N. Comer, S. M. Phillips, R. 


Third row, left to right: W. Pirk, F. C. Janke, F. Florentino, G. H. 


J. Kabler, J. |. Ruttenberg, H. Zucker, 
Z. McKinley, Tage Greenberg. 
Brittain, 


M. Weinstein, J. Striks, W. T. Kendrick, W. T. Ashmore. 
Fourth row, left to right: R. Bumgarner, E. Held, J. H. Byrnes, F. H. Timson, Jack 
Allegan, Y. M. Ellis, M. B. Kirk, J. W. Kirby, J. H. Allar. 
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J W. SCHMIDT, 
e formerly con- 
nected with the 
United States 
Shoe Company in 
the Flexridge Di- 
vision, has joined 
the selling staff of 
D. Armstrong & 
Co., Inc., Roches- 
ter, N. Y., and will - 
cover New York 
City, New En- 
ane, Pi ees 
sey, Baltimore an 

J. W. Schmidt Washington. 

Mr. Schmidt served as a commis- 
sioned officer with the A. E. F., in 
France during the war and later be- 
came a member of the Krippendorf- 
Dittman organization where he worked 
for five years. He covered the same 
territory for the seven years that he 
was connected with the United States 
Shoe Company. He was one of the 
original salesmen for this company, 
which he joined at the time of its or- 
ganization. 

Mr. Schmidt was in New York last 
week calling upon the retail trade and 
left for a trip to the factory at Roches- 
ter for his new samples, after which 
he will make a trip over the entire ter- 
ritory. 


REDERICK CONDON, who for 

many years was New England rep- 
resentative for the A. G. Walton Com- 
pany, died after a very brief illness on 
November 1 of a sceptic sore throat. 
He was buried from his home in New- 
ton, Mass., on the 4th. Being a mem- 
ber of the Boston Shoe Travelers and 
the National Shoe Travelers associa- 
tions, representatives of both organiza- 
tions were present at the funeral. 


J C. BOGGS, representing the Chap- 
e line-Mayer Shoe Co., Milwaukee, 
reports that business conditions are 
very good in Missouri and Arkansas. 
Merchants, he says, are keeping their 
stocks well sized and are optimistic 
about conditions in spring. Black and 
brown kid straps as well as ties are 
good sellers according to Mr. Boggs. 
He expects a good business on Modern 
Misses calf oxfords for the months of 
November and December. 


E HOEGNER, who represents the 
¢ Herold-Bertsch Shoe Co., Grand 
Rapids, Mich., in western Pennsylvania, 
believes that business is picking up. He 
finds that his best seller is the Police 
Shoe, a men’s black super-quality 
traffic blucher, wearproof lining, steel 
arch suport, which retails at $4.25. 
Mr. Hoegner also carries “Torson” 
— shoes and “Hard Pan” work 
shoes. 








THE NATION'S 
ANKLEWEAR 


UNE in on the BOND STREET broadcast program of 

weekly Football Forecasts and you'll understand one 
of the reasons why BOND STREET Spats are on the way 
to a new record this season—why more and more style- 
minded men and discerning merchants are turning to them 
—and why they continue THE Nation’s Anklewear. 


Strong, timely publicity, such as this, featuring America’s 
leading football coaches, and directed to the livest and 
most responsive spat market in the country, is bound to 
create a background of acceptance and a knowledge of 
BOND STREET quality that is easily convertible into spat 
sales. Merchants are enthusiastic, as evidenced by letters 
and telegrams that pour in daily. 


The peak of the season is just ahead and there’s plenty 
of time now for you to benefit from the complete BOND 
STREET program of radio, magazine and point-of-sale 
merchandising cooperation. Write today for a full descrip- 
tion of the line, prices and full details. The Williams 
Manufacturing Company, Portsmouth, Ohio, U. S. A. 


TUNE IN—Station WLW, Cincinnati; WOR, Newark, N. J.; WMAQ, 
Chicago; Friday evenings at 6:30-7:00 P. M. (EST). 











New routes to Profit 
thru ( olor-Style- Wear 
... found in 


7 APON 
for Slipper Uppers 


ERSATILITY in Color richness, in chic 
ip in compelling style features, 
all combine in building up shorter routes 
to certain profit through increased popular 
demand. 

Zapon has a texture as pliable as kid with a 
durability that gives long wear, making the 
purchase of such slippers one of economy. 


Let us send you the names of progressive 
manufacturers now using Zapon for slipper 
uppers. 


This waterproof chamois soft 
material in its variety of colors 
and patterns hasalready taken 


the lead for 1930 as a definite 
sales builder. In America an 


Reg. U. 8. Pat. Off. exclusive product of Zapon. 


Send for Samples! 


THE ZAPON COMPANY 
STAMFORD, CONN. 


Subsidiary of Atlas Powder Company 
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NATIONAL NEWS 


SATURDAY, NOVEMBER 15, 1930 


EVERY WEEK 





Two Shoe Chain 
Groups Announce 
Lower Prices 


EW YORK— 

A plan to 
stimulate public 
buying and to as- 
sure continued em- 
ployment for its 
6000 employees in 
ten factories and 
ninety-five stores 
throughout the 
country was an- 
nounced Oct. 31 by 
the A. S. Beck 
Shoe Co. This 
plan, which pro- 
vides for the sale 
of all merchandise at a 10 per cent 
reduction, is now in operation and will 
continue until the end of November. 
The company will sacrifice a profit of 
approximately $100,000, according to 
M. L. Friedman, president. 

For so long as the business depres- 
sion lasts, the 508 John Ward, Rival, 
Thom McAn and Traveler stores op- 
erated by the Melville Shoe Corpo- 
ration will sell shoes at a 10 per cent 
reduction from the usual prices, ac- 
cording to an announcement by Ward 
Melville, president of the corporation, 
following a general order to all stores. 
The lower prices, effective today in 
250 cities as far west.as Denver, and 
are intended to help the Government’s 
program for stimulating business. 

“The economic conditions in the 
country,” said Mr. Melville, “have 
been receiving the best thought of our 
organization. We have realized that 
in spite of the excellent volume of busi- 
ness with which our own stores have 
been favored, there nevertheless exists 
in the mind of the public a psycho- 
logical opposition to spending money. 
People unquestionably have felt there 
has been less money in the channels 
of trade—fewer orders for factories, 
slower movement of raw materials and 
consequent unemployment. 

“The spending of money in a reason- 
ably free way is, in the opinion of 
leading economists, essential to free 
economic action, and it is to stimulate 
this reasonably free spending that the 
Melville Shoe Corporation offers an in- 
centive in the way of a reduction.” 


M. L. Friedman 
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Reduction in Shoe Consumption 


Tendency Apparent, Not Only in America, But Throughout 
the World, Department of Commerce Finds 


WASHINGTON, D. C.—The people of 
the United States, as well as the rest 
of the world, are wearing their shoes 
for longer periods and having them re- 
paired more extensively, as one way of 
conserving decreased incomes during 
the prevailing economic depression, it 
was stated on behalf of the Hides and 
Leather Division, Department of Com- 
merce, 

The following additional information 
was given out from the Division: 

Despite the fact that consumers are 
wearing their shoes longer and having 
them repaired more frequently, the tan- 
ners and shoe repairers are not reaping 
the profits that might be expected from 
this situation. Shoe wearers are plac- 
ing iron tabs on the toes and heels 
where the shoe is more apt to wear out 
the leather, and in more instances they 
are using rubber tabs, about six of 
which go on each shoe, in place of using 
new soles. These can be purchased or- 
dinarily at five-and-ten-cent stores, and 
undoubtedly extend the wear of shoes. 

There is an obvious trend toward peo- 
ple repairing their own shoes, as is in- 
dicated in increased purchases of cut 
soles, both leather and substitutes, from 
the five-and-ten-cent stores. 

General decrease in the consumption 
of shoes and other leather goods, utiliz- 
ing approximately 85 per cent of the 
leather production of the United States, 
is the primary reason for the some- 





Geuting’s Goes Ahead 


Philadelphia (UTPS)—‘‘Our anchor has 
struck bottom, but has not caught hold,” 
A. H. Geuting, president, National Re- 
tail Shoe Dealers Association, said last 
week in expressing his opinion on busi- 
ness conditions. 

“Last week was the first week this 
year during which volume actually went 
ahead of the same week in 1929,” he 
stated. “We are getting into that pe- 
riod of time where comparisons can 
again be on an equal basis, and improve- 
ment is evident.” 














what distressed condition of the hide 
industry in this country. 

While there has been a noticeable 
depression in the leather industry of 
the United States since ‘the middle of 
1929, Europe has been going through 
the same condition for 12 or 15 months 
longer. There has been a decline in 
production of all types of leather goods. 
to meet the reduced demand. 


York Merchants Give Allow- 
ance on Old Shoes 


YorK, Pa.—Shoe retailers in this 
city who are members of the York Shoe 
Retailers Association will, during the 
week of Nov. 10, make an appeal to the 
citizens of York to help the needy by 
bringing their old shoes into their 
stores, any day but Saturday, receiving 
an allowance for the shoes on a new 
pair. 

The local merchants made plans for 
the campaign which it is expected will 
furnish hundreds of pairs of shoes for 
needy families in the city and vicinity 
and at the same time boost business, at 
their monthly meeting held in the store 
of Edward Reineberg on Nov. 3. They 
will give allowances of from fifty cents: 
to one dollar for any pair of shoes: 
traded in on a new pair. The shoes; 
collected will be given to charities. 

The merchants at the meeting re- 
ported a heavy volume of business dur- 
ing the last week of October, during 
which the local Lions Club sponsored 
a “Business Confidence Week” with the 
slogan “Buy Now.” They were ex- 
tremely optimistic as to the business 
outlook for the remainder of the year. 

During the meeting, Louis Leibo- 
witz, a member of the organization, 
gave a short talk on “Applied Psy- 
chology.” 

Most of the merchants who attended 
the meeting are planning to attend the 
annual Middle Atlantic Shoe Retailers 
Association Convention in Atlantic 
City, on Jan. 20, 21 and 22. Edward 
Reineberg, Charles Martin and Louis 
Leibowitz composed the committee in 
charge of the meeting. Mose Leibo- 
witz, president, presided. 














Shoe buyers who are well-versed in shoemaking 
are beginning to specify precisely what they want 
in craftsmanship and ingredients to produce a 
well-balanced shoe at the price.—Editorial, Boot 
and Shoe Recorder, Oct. 25, 1930. 











SPECIFY 


THIS NECESSITY 
FOR A WELL- 
BALANCED SHOE 






There was a time when buyers con- 
sidered only the outward appearance 
of a shoe—if the shell was attractive 
the buyer would take it. Today condi- 
tions make it imperative that the con- 






FOR VAMP LININGS 








sumer gets his money’s worth in both 






appearance and service. 






In making sure your shoes are well- 
balanced in quality specify Dura-Kalf 










for your vamp and quarter linings. 





Mf’d Under 


U. S. A. Pat. ‘ . 
April 4, 1922 It is always a quality product. 






FOR QUARTER LININGS 
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Features Football and Footwear 
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1RINER BURNER 


A striking men’s shoe window with football background in the Madison Avenue store 
of French, Shriner & Urner, New York. 








New HAvEN—Black shoes with more 
pointed toes seem most in favor with 
students of Yale University this sea- 
son, a survey of New Haven shoe deal- 
ers indicates. The broad toe has al- 
most vanished among Yale men. Wing 
tips are popular, and heavy calf skins 
and Scotch grains are in demand for 
fall wear. The patent leather pump is 
staging a strong comeback for formal 
wear, several dealers report. 

One leading dealer reported 80 per 
cent of his sales among Yale men this 
fall have been in black leather, and 
another said at least 60 per cent in his 
case. The heavy duty shoe that looks 
and wears well and is suitable for hik- 
ing without tiring the feet seems to be 
the trend. Brogues in grain leathers, 
both black and tan, with black predomi- 
nating, are selling well. 

Strictly sport shoes, as usual, are 
favored by the students, and several 
dealers predict a heavy demand. for 
the sport last in various types and col- 
ors. One dealer believes 50 per cent 
of spring sales to Yale men will be in 
sport shoes. 

Spats are in as heavy demand as 
last year, many students overcoming 
their former prejudices against the 
ankle-guards and falling into line with 
the better-dressed element at Yale. 
Both tans and grays are popular, with 
little difference between the two. 

Sturdy shoes that keep the feet warm 
are favored at the big games in the 
Bowl. Brogues and Oxfords were most 
noticeable among those attending the 
Army game this year, and even a few 
pairs of Arctics made their appear- 
ance, due to the cold and rain. The 
cold cement of the Bowl tiers made 
foot-warmth an especial need. 

Eighty per cent of shoe sales this 
fall to college men have been in black, 
is the report of Sidney Stokes, man- 
ager of the Walk-Over Shoe Shop, 930 
Chapel Street. The bulk of browns 
now selling is Scotch grains, with a 


tendency toward narrower toes, he says, 
adding that the college trade in broad 
toes has dwindled to practically noth- 
ing. 


Blacks, Narrow Toes at Yale 


Wing Tips, Brogue Effects and Grain Leathers Favored by 
College Men for Fall, Survey Shows 
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“Black shoes well trimmed with 
stitching to accentuate the patterns are 
selling well,” Mr. Stokes says. “A few 
brogues with plain toes and saddles are 
good in both black and brown. Follow- 
ing the fashion of the English winter 
walking shoe, we stocked this season 
with a heavy imported Scotch grain in 
brown with calf linings throughout, 
bellows tongue and heavy double soles 
through the heel. So far this shoe has 
been extremely successful with our col- 
lege customers. Barres, end on the 
Yale ’varsity football team this fall, is 
wearing these shoes (for street wear, 
of course). 

“There is a strong indication of the 
custom last in more pointed shoes, the 
trend indicates,” reports F. J. McGov- 
ern, manager of the shoe department 
for C. E. Longley & Company, 91 
Church Street. “Black and tan in col- 
ors are popular, with black slightly 
higher than tan. There is less color 
and more black in the cheaper grades 
of shoes. College men show a tendency 
toward grain with wing and straight 
tips. Students are buying a good many 
tans just at present.” 

Black wing tips and dull leathers, 
with more pointed toes, are selling well 
at Frank Bros. Fifth Avenue Boot 
Shop, 990 Chapel Street, according to 
J. Adrian, manager. “Heels are a lit- 
tle higher, shanks narrower and with 
more of a swing last. During the sum- 
mer and early fall many college men 
were wearing white buck with rubber 
soles, but the trend now is toward the 
more dressy black wing tip. Patent 
leather pumps for formal wear are com- 
ing back. Punching is still in vogue. 
Spats seem to be in as heavy demand 
as last season. 

The shoe department of J. Johnson 
& Sons, 85 Church Street, falls in line 
with other New Haven dealers in the 
matter of pointed toe popularity. While 
the swing has been gradual, the broad 
toe is now almost “out of the picture,” 
this store reports. Black predominates 
all around. The medium custom last 
type in black obtains, with a tendency 
toward acceptance of wing tips. 
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MUSEBECK 


Double Fuchs (pearStmight 
SHOE 


Combination 
Last 
In Stock 


60—Bik. Evans Ruby Kid $4. 
S60—Blk. Kid Arch-Support Insole..... 4.85 
80—Blk. Mellow Kaffor-Calf.......... 4.50 
85—Tan Mellow Kaffor-Calf........... 4.60 


Orthopedic 


Last 





70—Blk. Evans Ruby Kid $4.50 
S70—Blk. Kid Arch-Support Insole..... +a 
90—Blk. Mellow Kaffor-Calf.......... 4.50 
95—Tan Mellow Kaffor-Calf............ 4.60 






Police 
Shoe 







777-DS—Blk. Evans Heavy Kid......... $4.60 
666-DS—BIk. ame a Calf.... 4.60 
DS—Blk. Cif. Stormwelt............ 4.85 


11-DS—BIk. Cif.-S-Welt- x Ctr...... 4.85 


Service 


Shoes 





28—Tan Veal, Double Oak Sele. iéveesses $4.15 
58—Black Veal, Double Ook Sole....... 4.15 
37—Tan Veal, Overweight Single Sole... 4.00 


57—Black Veal, Overweight Single Sole.. 4.00 





TERMS: 2% 20 DAYS, 30 DAYS NET 


MUSEBECK 
SHOE COMPANY 


DANVILLE, ILLINOIS 
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Two Big Sellers 
For Immediate Delivery 


Stock No. 1869—Kaffor kid Side Lace 

Oxford with inlay on vamp and out- 

side quarter of black and white rajah. 

Same in black suede. Also patent 
High and 

each. Also in brown 

and white rajah 

suede with green tweed trimming. 

High heels only. Sizes 3% to 8, 


C wid 
BLEECKER SHOE CO. 
Boston: 216 Essex St. Philadelphia: 17 North 4th St. 


Stock No. 1875—Black suede Gore 
Pump with bow of black and white 
tweed and black suede. Also in pat- 
ent leather and kaffor kid. High and 
Cuban heels on each. Also in green 
suede and brown suede. High heels 
only. Sizes 3% to 8, C =" 


138 Duane St., N Cc. 
Pittsburgh: Hotel Henry. 


OUR LEADER 


IN STOCK AT ALL 
TIMES 


$9.10 


Patent Chrome Seamless 
Black Satin Seamless 
Kaffor Seamless 
Black Suede Calf Seamless 
Brown Suede Calf Seamless 
Black Morella suaaet 
White Satin Reg 

(suitable for “Eeelua) 


on Spike and 
Ws Sunior Toul Heels, Silk 
French Cord, ite Sheep 
Quarter Lining, Feather Edge, 


We Welcome Comparison 
with More Expensive 
Shoes 


109 Reade St., 


B. Friedman 
New York City 


Shoe Co., Inc. 





The leading Stylish Stout Specialty house in 
America. 1000 Styles to select from in all 
materials A to EEE. Sizes 1 to 10. 


Dr. Carol’s Health Shoe 


0103—Blk. Kid boot, 9/8 flat heel, McKay. .$3.35 
0104—Blk. Kid boot, 13/8 Cuban heel, McKay 3.35 


Supreme Stout Health Shoe 
469—Blk. Kid, 13/8 Cuban heel, Welt.... 
472—Blk. Kid, 9/8 Flat heel, 

6411—Blk. Kid, Orthopedic heel, Welt 

Sizes 3% to 9—Width EEE in stock. 


7} %e 
King of Stylish Stouts 
161 DUANE STREET 


Saks Presents Black and White Fillette— 
the New Material for Evening Wear 


9065—Black Fillette with cut- 
outs on vamp and quarter, silver 
kid trim and strap, modified toe, 
20/8 Spanish heel, high grade 
McKay 


9066—White Fillette as 9065 
$4.00 


9067—White Fillette Opera, Gold 
and Silver Kid trim, 20/8 Span- 
ish heel 








HERE IS VALUE 
GOODYEAR WELT, LEATHER SOLES, 
NEW SNAPPY PATTERNS 
$2.50 8010—Tan avait trimmed with tan 


3011—Gun “\tetal Calf trimmed with 
black liza 

3014—Tan Baby Alligator trimmed 

with tan calf. 

3015—Black Lizard trimmed with 
black calf. 

In stock in B and C widths—A good 

$4.00 retailer with a dandy mark-up. 


NEW YORK 





’ 
MORE PROOF OF “LION” BUSINESS | 
BUILDERS! 


915 

“M Ann” ey 65 

9—Pat. Regent Baby & High Hi. 
Recent een) & High Hi. 


h Heel 
Hod. B: 
. D’Orsay 
D’ Orsay Baby & High Hl. 
D’Orsay Baby & High Hl. 


908- 9— 
911-12—Sat. 
914-15—Pat. 
916-17—Sat. 
983- 4—Pat 

986. 7—Sat. 
995- 5—Kaf. 


Now in Stock : 
118 Duane St., New. York City 


No. 6060 


The Empress $2.1 
6057-8 —Patent, Baby and High 


6059-60—Kaffor, Baby and High 
6061 -62—Tan, Baby and High 


LION SHOE CO. 
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The GREAT WHOLESALE MA MARKET 





ees, er 


HIGH GRADE UNBRANDED 
“COMPO” ALL LEATHER SHOES 


A new, modern, scientific method 
of Shoe Making — Eliminating 
tacks, staples, nails and stitches, 


which assures better fit, longer 
wear, smarter appearance and 


faultless flexibility. 


Seamless Pumps, 20/8 Louis Heel 


A5 to 8; B 4 to 8; 
eee 1515 Patent 


Regent Pumps, 16/8 Louis Heel 
1525 Patent 

1526 Black Moire Satin... 
1527 Black Demi-Glaze Kid 3.35 


1521 Black Moire Satin... 
1516 Black Demi-Glaze Kid 3.35 


Many Other Styles—Write for 
Illustrated Catalog 








MORSE @ ROGERS 


N. Y. Branch, International Shoe Co., Inc., Duane and Hudson Sts. 





Look Over Our Line of 


Men’s Spats 


Reduced Price for Early Delivery 


From 


15 Cents a Pair 


Samples sent on request 


BLOG SHOE COMPANY, Inc. 
147 DUANE STREET 





Lesa] 


SHOE 


A to EE width 
$4.70 to $5.20 
Evans Ruby Kid Long counters 
Crawford Shanks Goodyear Welts 
Sizes 3 to 9 
Oxfords to Match 
Anatomic Heels, $3.85 to $4.40 
Gold Dot Soles 








Samples sent prepaid 


POWELL & CAMPBELL 


122 DUANE STREET 


ESTABLISHED 1879 


— ~~ att 





100% “COMPO” REGENT OPERA PUMPS 


IN STOCK READY TO SHIP 


R-12916 Patent Leather Louls $3. 4 
- bove Baby Pe 


SRRSRR 


ow wgawwowes ef 
Sess 


-12956 White Satin 
ALL ON THE MODIFIED TOE LAST 


Louis Heels—AA to C 
Baby Heels—A tn C 
Write or wire orders 


Also Women’s Latest Creations to retail from $3 to $6 


Lazarus Fried & Sons, Inc. 
120 DUANE STREET NEW YORK 





We Challenge Comparison with Any Other 
Shoes in the Country at These Prices 


TALK OF BROADWAY 
3021—Blk. Suede Opera, trimmed 
with tweed and silk kid quarter 
to match, 

— as above in 15/8 


3034—Brown Suede, brown kid 
tip, trimmed with tweed and 
poe silk kid, quarter to match. 

— as above in 15/8 


3041—All kaffor kid with trim 
tweed and silk kid, quarter to 
match. 

3042—Same as above in 15/8 


baby 
3061—All patent leather trimmed 
with tweed and silk kid, quarter 


to match. 
3052—Same as above in 15/8 ™ 
baby. 


LEVEY BROTHERS SHOE COMPANY 
145 DUANE ST., NEW YORK CITY 





A Tackless, Seamless, Cemented Opera 
at $2.65 


Patent Leather 

Black Calf 

Black Satin 

Black Moire Satin 
Brown Kid 

High and Baby Heels 
3 to 8, B & C Widths 


J. WEISS SHOE CO. 


137 Duane Street New York City 








- 


—_* 


Boor AND SHOE RECORDER 
combining THe nan Reraiuer, Nov. 15, 1930 








WHERE TO BUY 
Men’s Shoes 















































(P) sc icaanncg am (P) 
BROCKTON —____, 


NETTLETON 
Shoes of Worth 
A. E. NETTLETON CO. 


H. W. COOK, President 
Syracuse, N. Y., U. S. A. 
MEN'S FINE SHOES EXCLUSIVELY 













































































Stacy Adams Co. 
Manufacturers of 
MEN’S FINE 
SHOES 


Brockton, Mass. 
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EAST WEYMOUTH, MASS. U.S.A. 




















DANVILLE, ILL.—Discussing prevail- 
ing conditions in the shoe business, 
Frank P. Meyer, prominent retailer 
here, deplored the “trading down” ten- 
dency which is in evidence at the pres- 
ent time. 

“It requires no expert mathemati- 
cian,” said Mr. Meyer, “to figure that 
for each thousand customers who 
bought $10 shoes, it requires one thou- 
sand six hundred sixty-six and two- 
thirds customers to buy as much in dol- 
lars and cents at $6 a pair. 

“The shoe man who allows his busi- 
ness to slip from a $10 grade to a $6 
grade is certain to lose 40 per cent of 
his money volume and he will have to 
live and do business at the normal rate 
of increase in customers—which is not 
to exceed 2 per cent normally per an- 
num—for a period of at least 33 years 
to even up in customers for the loss in 
dollars and cents. 

“That the downward trend of price 
in shoes as well as in other merchan- 
dise has been prevalent during the last 
year is undeniable and the situation re- 
sulting is deplorable. Downward trend 
in price is as demoralizing for business 
as is a retreat for an army. 

“There are but two methods of mer- 
chandising: one, the quality method, 
and the other the price method. By 
the former we build up and by the lat- 
ter we tear down. And when we cease 
to keep before our clientele the fact 
that ours is the store in which the best 
merchandise can be found, we immedi- 
ately start to retrogress. 

“There is no end to the downward 
trend which the price method institutes. 
Begin to tell the trade your shoes are 
cheaper than the other fellow’s and 
that trade will soon be finding someone 
who has shoes cheaper than you have. 

“What we need to stem the tide of 
general retreat is to ‘about face,’ call 
our forces together and instruct them 
to push better shoes at all times. It 
does not take so much talk to convince 
the woman customer that she is en- 
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87 IN-STOCK STYLES FOR MEN 
11 IN-STOCK STYLES FOR BOYS 


EMERSON SHOE MFG. CO. 
ROCKLAND, MASS. 
WRITE TODAY FOR CATALOGUE 


Dewy 


KUMFORT-ARCH SHO 
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Repairer Returns Gems 
Hidden in Shoe 


lew York—Jewelry worth $5,000, 
which his wife had left in one of his 
shoes for safekeeping, was returned to 
Michael A. Cuneen of 40 West 55th 
Street by Isidor Waltzer, proprietor of 
the Bridge Plaza Shoe Repairing Com- 
pany, 83 Park Row. Cuneen rewarded 
the finder, Thomas Carroll, of 465 
Elton Street, Brooklyn, manager of 
Waltzer’s shop, with $30. 

Cuneen brought, the shoes to the 
shop for repairs. Later Carroll found 
a chamois packet on the floor. Besides 
$11 in cash it contained a wrist watch 
with diamond setting, a four-carat soli- 
taire ring, a dinner ring, a bracelet 
with stone setting, a gold wedding 
band and a religious emblem. Carroll 
gave the packet to Waltzer, who put 
it in a safe deposit box until it was 
claimed and its ownership proved. 














Sees Peril in Low Price Trend 


Frank P. Meyer, of Danville, Ill., Believes Shoe Men Must 
Push Better Grades to Conserve Profits 





titled to. wear the best instead of the 
cheapest. She believes that anyhow. 
If you can raise the price of each pair 
sold just $2—or even $1—the increase 
in the general income of the shoe busi- 
ness will be the difference between 
profit and loss. 

“Call your salespeople together at 
least once a week and lecture them on 
the necessity and also the possibility of 
getting more out of each customer by 
giving him or her more information as 
to what is the right thing for him or 
her to have, and instead of just letting 
one pair go to them, try to sell an extra 


pair. 

“We of the shoe business are soon to 
meet again in a national shoe conven- 
tion—the one at Detroit.. As usual, we 
shall discuss many subjects, many of 
them trivial and inconsequential. Some 
of them will be vital to the success of 
the business. The one subject which 
should have precedence over all others 
is that of profit. And if we are to in- 
crease the profit, we must keep the idea 
of quality uppermost at all times.” 





Survey Shows Good Outlook 
for Hamilton-Brown 


St. Louis—Hamilton-Brown Shoe 
Co., which is being overated under a 
receivership, can be restored to a sound 
financial basis, with creditors receiving 
100 cents on the dollar of their claims, 
according to a report made by Miller, 
Franklin & Co., business engineers of 
New York, who have completed a sur- 
vey of the firm. 

The report was made to William R. 
Gentry, receiver for the company, who 
made public a summary of it in a 
prepared statement after conferring 
with United States District Judge 
Davis. 

In his summary, Mr. Gentry said the 
engineers had recommended discon- 
tinuance of certain territories where 
the company has been operating un- 
profitably, sale or lease of four pieces 
of property, changing factory opera- 
tions to increase efficiency and reduc- 
tion of operating expenses. 

According to Mr. Gentry, the survey, 
made at a cost of $16,000, indicated the 
firm’s net worth is $4,500,000, with 
gross assets being $7,000,000, while 
debts amount to $2,500,000. He added 
that if stockholders will cooperate and 
if creditors will be patient, the com- 
pany will be put back on a sound finan- 
cial basis as a going concern. 





Boosting Xmas Trade 
In Retail Shoe Stores 


Boston, Mass.—The New England 
Shoe and Leather Association, one of 
the pioneer trade organizations in 
suggesting footwear as suitable Christ- 
mas gifts, again urges all retail shoe 
merchants actively to push shoes and 
slippers as Christmas gifts this season. 
The Association believes that there 
never has been a more fitting time for 
advising consumers to buy practical 
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holiday gifts than this year. 
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Telling Itto theMillions 


For Your Benefit 


The Bob Smart Shoe Co. 


has signed contracts calling for a 
national advertising campaign, 


thus creating a still greater de- 
mand for Bob Smart shoes. SHOES 


The Saturday Eve- 
ning Post will step 
up your sales on 
this record break- 
ing Bob Smart 
line. 


This is a re- 
production of 
one of the ads 


Evening Post Write or Wire for Full Particulars 
during the Pertaining to Our Agency Plan 


month of Janu- 


_ BOB SMART SHOE CO., Maple and South Third Sts., Milwaukee, Wis. 
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WHERE TO BUY 
Men’s Shoes 








BEACON SHOES / 


IN STOCK 
SERVICE 




















TYL F. M. HOYT SHOE 15 STYLES 
RETAIL AT co. RETAIL AT 
$5 & $6 Manchester, N. H. $4 
“A MAN’S DECISION” AZ 
Men’s 
Fine 
; 8 
SHOE cas 
Colony 
Shoe Co. 
Boston—183 Essex Street Brockton, 
N. Y.—915-917 Marbridge Bldg. ™***- 
re se 





WHERE TO BUY 


Women’s Shoes 





_ 





Ultra-Smart Sandals 


Cemplete color 
combinations 
Unusual 
Profits 
Write direct 


BIARRITZ SANDALS, INC. 
33 West 27th St. New York 




















=n JOHN EBSERTS SHOE Co., IN 
Cc. 
IN Buffalo, N. Y. STOCK 








WHERE TO BUY 
Men’s & Women’s 
Slippers 





a” 
KENDALL 7g" * 


dnb} Go03) CUSTOMERS 
sTOcK 

















* KENDALL SHOE COMPANY % 












Light Attracts Trade 














Artistic and brightly illuminated exterior of 
the new store of C. B. Mayer Shoe Company 
in Wausau, Wis. 


Old Established Firm in New 
and Artistic Store 


Wausau, Wis.— 
The beautiful new 
home of the C. B. 
Mayer Shoe Com- 
pany at Third and 
Jefferson streets, 
which was formal- 
ly opened some 
weeks ago, is with- 
out doubt one of 
the most attrac- 
tive, modern and 
complete retail 
shoe _ establish- 
ments in the State. 

The high ceil- 
ings of the main floor lend a spacious 
charm and the four huge windows fac- 
ing south shed a natural light through- 
out the day so that it is not found nec- 
essary to use artificial light even on 
duller days. 

Upon entering the main floor, the 
women’s section is seen directly to the 
right. Half way down the main salon 
and to the left, the men’s department 
is entered. 








Theodore G. Mayer 


At the right of 
the main entrance 
is the _ stairway 
leading to the mez- 
zanine floor. The 
women’s _ hosiery 
department is also 
located on the first 
floor. A_ hosiery 
case is displayed 
in connection with 
the adjacent wo- 
men’s _ footwear 
section. The large 
display case and 
the hosiery section 





Charles B. Mayer, Jr. 
presents in its arrangement and de- 
sign a pleasing bit of modernistic treat- 


ment. 

Just forty years ago, the late 
Charles B. Mayer, a pioneer Wausau 
business man, established the C. B. 
Mayer Shoe Company here. This store 
is now conducted by his sons, Charles 
B. Mayer, Jr., and Theodore G. Mayer. 

Charles B. Mayer, Sr., died early in 
April this year, after he had assisted 
his sons in planning the new store. 
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F. N. Fay Vice-President of 
A. G. Walton Co. 


Boston, Mass.—The A. G. Walton 
Co. of Boston, has just announced the 
election of Francis N. Fay as vice- 
president in charge of sales and mer- 
chandising of all A. G. Walton Co. 
divisions. 

Mr. Fay has been for the past four 
years salesmanager of the United 
American Shoe Co. Mr. Fay’s active 
connection with the shoe trade extends 
over a period of twenty-eight years. 
Previous to his connection with the 
United American Shoe Co. he was for 
a number of years connected with the 
well known wholesale shoe firm of 
Greene Anthony & Co. of Providence, 
R. I., and for nine years with the firm 
= — S. Gray & Sons of Syracuse, 


Mr. Fay’s experience, however, has 
not been with shoe manufacturing and 
wholesaling alone, as he has bought 
and sold shoes at retail in Lynn and 
Salem, the last named town being the 
place of his birth. He brings to his 
new position, therefore, an unusual 
fund of shoemaking and merchandising 
experience. 





Wins Prize in Window Contest 


GALVESTON—Eiband’s of Galveston, 
Tex., won first prize in the Constant 
Comfort Window Display Contest con- 
ducted by the Ault-Williamson Shoe 
Co. during the months of August and 
September. Second prize went to Boyce 
and Lewis of Washington, D. C., and 
third to Snyder and Berman of Lynch- 
burg, Va. Other prize winning win- 
dows were submitted by McCormick- 
Saeltzer of Redding, Cal., and the J. 
Zoll Shoe Co. of Louisville, Ky. 

Cash prizes were awarded to the 
winners and an additional prize of $5 
was offered to retail salesmen in every 
store where a Constant Comfort Week 
was conducted. 

The Constant Comfort Window Dis- 
play Contest was very successful with 
many entrants and close competition. 
Dealers reported extra large sales of 
Constant Comforts. 

Eiband’s window was arranged by J. 
P. Slade and E. Richards of the 
Eiband’s organization. 





Evening Stoes in Demand 


CINCINNATI (UTPS)—While Oc- 
tober business was not quite up to the 
mark in Cincinnati retail trade, never- 
theless some stores report business 
fairly normal, with no definite loss as 
yet on the entire year. In fact, many 
shops state they have gained. 

Black suedes are selling extremely 
well, ruling over kid in the popular 
priced shoe. Brown is’ second choice. 
Lizard and snake trims are in demand. 

Worthy of note is the prevailing sale 
of evening slippers. White moires and 
satin for tinting are selling best. 
Gold and silver trims are popular. The 
fashion for tinted shoes is extending 
to slippers for street wear, and moires 
have been purchased and dyed for this 


purpose. 

H. & S. Pogue Co. show a beautiful 
modeled Grecian slipper in silver and 
gold. Kid is the favored style at 
Pogue’s, selling the better shoe, in 
brown and black, with neat but effec- 
tive trims. 
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FAST SERVICE 


There's a Miller warehouse at every 
strategic distributing point in the 
United States, thus assuring fast de- 
liveries. Warehouses at Boston, New 
York, Syracuse, Philadelphia, Pitts- 
burgh, Akron, Cincinnati, Detroit, 
Chicago, Minneapolis, Denver, and 
San Francisco. 
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WHERE TO BUY 


Men’s & Women’s 
Slippers 





An Absolute Fact 


HORCO SLIPPERS are made better— 

and sell better—than any other slippers 

en the market in the | price 
‘atalo; 


class. Catalog on 
VINCENT HORWITZ CO., Inc. 
64-76 W. 23rd St. New York City 














High Grade Turn Mules 
and D’Orsays 


Catalogue sent on 
request 


Paristyle Footwear Mfg. Co., Inc. 
Factory and Salesroom 
40-46 West 25th St. New York City 








MEN’S FINE 
HAND TURNED 
SLIPPERS 
Manafactured 
Pull leather by 
lined slippers 
from $2.00 to $3.66. W. S. CHASE & SONS 
Bend for Catslogue. Haverhill, Mass. 
Besten Office: Room 501, Statler Bldg. 

















aT B. EVANS SON CO., Wakefield, Mass. ok 


IN-STOCK 





Women’s D’Orsay 


Pulman Slippers 
on Request Nationally known 


SWAN SHOE CO., a. BALTIMORE, MD. 
or: 
New York Office—Reom 551, ” Marbridge Bide. 





Show Slippers Now 











An effective window display of slippers 
by R. H. Fyfe & Co., Detroit 








Howard Lape Marries 


CoLuMBus, OHI0—Howard Lape of 
the Lape & Adler Shoe Co., Columbus, 
Ohio, was married to Miss Bernice 
Rogers of Columbus on Oct. 29. Mr. 
Lape is a graduate of the Ohio State 
University with degree of LL.B. He 
is the son of H. N. Lape, president of 
the Julian & Kokenge Co. 


Appeals for Shoes for 
Poor Children 


BELLAIRE, OH10O—Coroner J. W. Neal 
is appealing to the residents of Bel- 
laire for shoes for children from two 
years of age up. Investigation dis- 
closed that many children in Bellaire 
are in need of shoes, now that cold 
weather is approaching. Mr. Neal 
stated that the donation of shoes is ur- 
gent in that a number of youngsters 
must be supplied immediately. 








Extra Profits in Slippers 


Too many retailers think that the 
only time slippers are used is when 
father jumps out of bed on a cold 
winter morning and runs for the shower. 

Retailers accept the fact that slippers 
are good for the holiday trade, but for- 
get the other eleven months of the 
year. Slippers are easily sold; they need 
only be brought to the attention of the 
consumer in a way that will arouse his 
interest. They can be sold when he is 
buying a pair of street shoes. Attrac- 
tive window displays will stop him as he 
walks by. Good advertising copy will 
catch his attention while he sits at 
home reading the paper. 

And don’t forget the women and 
children. Show the housewife that her 
feet need a rest after she has been on 
them all day, working around the house. 
Show the mother that her children need 
them when they come in from play. 
Doctors say that waer you rest the foot 
you rest the entire body. That’s a true 
statement. Most people unconsciously 
realize it. Your job is to bring the 
point home. 














New Mandel Department 
Successful 


Cuicaco (UTPS)—The new “Mod- 
ern Cinderella” shoe department of 
Mandel Bros., is doing exceptionally 
well, according to Frank Popper, head 
buyer. 

is new section, recently opened by 
the store, adjoins their regular depart- 
ments for shoes, on the fifth floor, and 
is featuring shoes priced up to $10. 
This price is below that of their regu- 
lar store shoes and the shop really 
eaters to the younger element. They 
also carry a full line of ornaments, 
riding boots, and so forth. 

One decidedly unique feature is that 
the entire stock of shoes in this depart- 
ment is hidden from public view. It is 
concealed behind a partition having 
curtained doorways instead of doors. 

The fixtures are beautiful dull finish 
chrome-plate and of a distinctly mod- 
ernistic design. The lighting is accom- 
plished by the most modern methods 
using concealed ceiling illumination. 

All in all, the new shop is most at- 
tractive. 


Blacks Ahead in Des Moines 


Des Moines, IowaA—Volume of the 
shoe selling business in Des Moines has 
kept up steadily for the last two 
months, although the record for Octo- 
ber was slightly below that of Septem- 
ber, cdhtrary to expectations. 

W. P. Williamson, manager of the 
Enna Jettick shoe store at Fifth and 
Walnut streets, declared this general 
experience was due in part to the ex- 
tremes of weather, ‘the first part of 
the month showing high summer tem- 
peratures and a sudden change the lat- 
ter part to freezing weather and snow. 
This store, however, has shown a gain 
every month since moving to this pres- 
ent location in April. 

Prospects of most dealers are that 
the November business will more than 
make up the slight falling off in busi- 
ness in October. 

Blacks are leading in demand, ac- 
cording to Mr. Williamson, and this 
late in the season, kid is leading suede. 
Novelty suedes are being shown exten- 
sively, however, for dress wear, but 
conservative wearers looking forward 
to the season of galoshes are confining 
their purchases to kid. 


Production at 85 Per Cent 


_ BROCKTON, Mass.—Shoe production 
in local factories continues to go on 
about 85 per cent of normal at this sea- 
son, ae gre for the first four weeks 
of October totaling around 8500 cases, 
whereas the normal during the fall sea- 
son is 10,000 cases. Shipments for the 
year to date total 403,361 cases. The 
decrease in production has not been so 
pronounced during the last half of the 
year. 


Story’s Becomes Warrens’ 


WINTER HAVEN, FLA.—Story’s Inc., 
has changed its name to Warrens’ 
Shoes, Inc. This was done because no 
one of the name of Story is or has been 
for over two years connected with this 
concern. Aside from the name there is 
no change in the concern in any way. 
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United States 


The last few weeks have been 
pleasurable ones for me. I have 
been out in the retail trade again. 
The other day at luncheon I was 
sitting down with the buyer and 
merchandising manager of one of 
the greatest stores in the country. 
The discussion came up that today 
the real problem in any store was 
how not to be “just another shoe 
store.” This buyer and merchan- 
dising manager said, “The small 
fellow feels that he has that prob- 
lem. We have it, too. There are 
five other department stores similar 
to ours in this city. How can we 
make our shoe department anything 
but ‘just another Shoe Department’ ? 
How can we make it stand out?” 










It just seemed to me that they 
talked right up my alley, and I 
started speaking about Paris. I 
said, “Why don’t you make your 
department mean more than ‘just 
a shoe department’? Why don’t 
you make it a department where 
women really, honestly believe you 
are selling more than just shoes, 
that you are selling accessories 
which truly fit in with the general 
style trend in women’s wearing 
apparel ?” 









Tom Harding 





I can’t mention the name of this 
particular store, but I can tell you 
that the ideas that started to spark 
around that table right then are 
going to be profitable ones for 
that particular shoe department. 
se © € 

You know, when you have as 
good a proposition as Gaytees ; when 
you have a marketing and merchan- 
dising plan which tends to build the 
entire atmosphere of a store, and 
of a department, that the successful 
merchants seem to be the first to 
want it. Why don’t more? You 
may then ask, “Well, if everybody 
takes it, what’s new?” Listen, one 
and all. If you want to have 
“news,” just say “Paris” when it 
comes to style, and then work up 
your own individual way of han- 
dling the Paris Gaytees plan. 

Have you talked with the U. S. 
salesman on this marketing and 
merchandising plan? Are you 
using the Gaytees Paris plan to help 
you build up the prestige of your 


store? 
* * *K OX 


Then I jumped a train and went 
into another big city and once again 
it was a meeting with the merchan- 
dising manager of one of the coun- 
try’s great stores. We talked only 
seventeen minutes by my watch—for 
this man was in a hurry—on the 
Gaytees Paris plan. 

And then, because this man was 
in a hurry, I spent two hours at 
luncheon with him, discussing how 
we could bring the Gaytees market- 
ing and merchandising plan to his 
store. 

Once again, I cannot mention 
names, but I know one store in these 
United States that started to sell 
Gaytees on October Ist. And they 







The bare statement that a line is popular is not enough. 


(I) Rubber Company 





are not selling Gaytees as a utility 
item, they are selling Gaytees as a 
style item. This merchandise man- 
ager said, “Tom, this is one of the 
cleverest pieces of institutional ad- 
vertising for our store that I have 
ever seen a manufacturer put out.” 
Here is a big store, that has won a 
reputation in its community, and yet 
it feels the Gaytees marketing and 
merchandising plans are so fine that 
they will lend added prestige to their 
already famous name! We agree 
with this manager. In fact, this 
same astute merchandiser increased 
his Keds business over 30 per cent 
this year. How? By using the 
Keds merchandising and marketing 
plans. Keds are the best known line 
of canvas shoes in the world. Keds 





























have aided many a merchant in 
solving problems other than Keds. 
They have helped them sell leather 
shoes, too! Gaytees merchandising 
and marketing plans are clearly de- 
signed to do the same sort of a job. 
They have not only been devised to 
sell our product, they have been 
planned to infuse new vitality in the 
individual shoe store or shoe de- 
partment in the eyes of their cus- 
tomers. 


You must know that there is a definite demand for it—that it will move off your shelves. 
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Gaytees and Keds have that demand. 
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WHERE TO BUY 


Dancing Shoes and Taps 





STUDENT TAP 


An inexpensive tap 
shoe excellently 





- Black kid 
with side cut-outs. 
Retails profitably 
at $2.50. Patent 
leather (as illus- 
trated) retails 
profitably at $3.50. 

SEND FOR NEW 

1930 IN - STOCK 

CATALOGUE B.S. AT 

ONCE DBLIVERIES. 





~~ 


TAP DANCING SHOES OF 
TURN CONSTRUCTION 
Patent and Vici, 11% to 2 and 
2% to 8, Leather Heels 
Prepare for Big Tap 
Dancing peteen 


for Sampl 
Pairs 


Norridgewock Shoe Co., Inc. 
ORRIDGEWOCK, MAIN 


OOO OO OOOOOOOOO OO OOO 





TAP SHOES 
Ne. 9780 $1.95 


Black Kid 
No. 9785 
Patent 

$2.35 


In STOCK 
ALL SIZES 














BROOKS SHOE MFG. CO. 


Swanson and Ritner, Phila., Pa. 
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WHERE TO BUY 


Store Fixtures 


ei hil 


NEW GOODWIN CATALOG | 
} 


HOk STORE FIXTURES 
PORE INSTALLATIONS 











Frank M. Bump Dies 


Was Secretary of Brockton Shoe 
Manufacturers’ Association 


BRocKTON, MAss.—Frank M. Bump, 
secretary of the Brockton Shoe Manu- 
facturers’ Association, and for the past 
six years labor’s representative on the 
State Board of Conciliation and Arbi- 
tration, died at his home in Raynham. 
The funeral was held in this city Oct. 
27 with shoe manufacturers, labor 
leaders and citizens from all walks of 
life paying him their last tribute. 
Burial was in Taunton. 

Mr. Bump, who was in his 68rd year, 
was a shoemaker of the old school, 
having worked for years as a welter 
at the bench. Early he learned the 
other operations entering into the mak- 
ing of a shoe, and when he had odd 
moments he collected data which served 
him well both as an executive of the 
Sole Fastener’s Union of the B. and 
S. W. U., for whom he served for years 
and as secretary of the manufacturers’ 
association, which he held for nearly 20 
years. : 

Besides being an expert on matters 
in the shoe industry, he found time to 
take an active part in the civic life of 
the community. He was a member of 
the Kiwanis Club and many fraternal 
organizations, having the distinction of 
being the youngest noble grand ever to 
serve in the local Odd Fellows lodge. 

He leaves a widow and a daughter. 


B. J. Coens, Jr., Manager 


Cuicaco—B. J. 
Jr., since 
has been 
manager of the 
men’s and_ boys’ 
shoe department 
of the Hub in Oak 
Park, suburb of 
Chicago. Mr. 
Coens formerly 
represented Lape 
& Adler Shoe Co., 
manufacturers of 
Foot Friend shoes, 
in Chicago as an 
assistant to his 
father, Barney 
Coens, known to so 
many in the shoe trade throughout the 
entire country. 


B. J. Coens, Jr. 


Nathan Stix Takes Over 
Frolicher Shoe Co. 


LAWRENCEBURG, IND.—Nathan Stix 
of the Marks & Stix Co. has taken 
over the sales force and the styling 
of the Frolicher Shoe Co. shoes and is 
merchandising them under the name of 
Arch Protector and Majestic Arch. 
The regular comfort line is sold under 
the head of the Nurse comfort. 

In a recent statement Mr. Frolicher 
said: “Quite a number of concerns have 
been reducing the wages of the em- 
ployees that the Frolicher Shoe Com- 
pany announces that this is something 
it will never do. We feel that the 
working class of people furnishes the 
buying power and when they do not 
have the money to buy, there is no 
business for the manufacturing in- 
dustry.” 
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New Florsheim Store Opens 
in Chicago 

CHIcaco (UTPS)—November 11th 
was the opening date for the new and 
modern Florsheim Shoe store, exclu- 
sively for women, at 70 East Madison 
Street, this city, just a step from busy 
Michigan Boulevard and on a street re- 
puted to be one of the busiest in the 
world. , 

The manager of the new establish- 
ment is L. Cummings, who was former- 
ly associated with O’Connor & Gold- 
berg for a number of years, and lately 
as manager of the O-G South Side 
store. 

The new shop is one of the most 
beautifully decorated shoe stores in the 
city, the Florsheim Shoe company hav- 
ing procured the services of a Euro- 
pean decorator for the purpose. . 

The front is of handsome, reddish 
marble and has two show windows pan- 
eled in light gray hairwood, a special 
wood imported from England and 
guaranteel not to fade color. The in- 
terior of the store is bisected by a large 
high ceiling arch. Between the door 
and this arch a reception room effect 
has been created with hosiery section 
on one side, and two niches and 
benches on the other. This section is 
also paneled in hairwood. 

Immediately behind the large arch 
is the selling space with shelves on 
both sides. The Florsheim company 
searched the entire country for the pa- 
per to make the boxes holding shoes 
on these shelves. It is a special paper 
of old rose color. Above the shelves 
are three large display arches. 

To the extreme rear is a small bal- 
cony, supported by two carved pillars, 
and holding surplus stock. Beneath the 
balcony is additional selling space, 
three steps above the regular floor. 

The entire selling section is deco- 
rated in light gray and old rose. 
Lighting is accomplished with antique 
chandeliers. Chairs are of light gray 
with green upholstery. 

This is one of the foremost steps 
taken so far by the Florsheim Shoe 
company itself, to merchandise their 
women’s shoes. No expense has been 
spared to make the shop one of the 
most attractive in Chicago’s Loop. 





Kalamazoo Shoe Men Hold 
Dinner Meeting 


KALAMAZOO, MicH.—The shoe mer- 
chants of Kalamazoo and southwestern 
Michigan, together with the Advertis- 
ing Club of Kalamazoo, held a dinner 
meeting at 6.30 Thursday evening, Nov. 
13, at the Park-American Hotel. James 
H. Stone, manager of the N. S. R. A., 
was on the program as the principal 
speaker, his topic being “What Busi- 
ness Needs Now.” 

Joe Kalisky, vice-president of the 
National Shoe Travelers Association, 
and Elwyn Pond, president of the 
Michigan Shoe Retailers Association, 
were among the other outstanding 
trade leaders present at the meeting. 
The affair was staged primarily with 
the purpose of arousing enthusiasm for 
the Detroit convention of the N. S. R. 
A. in ye Fred A. Appeldoorn, 
of the Appeldoorn Shoe Co., was the 
toastmaster. 
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These feet both need supp ort 


but not the 
SAME SUPPORT---- 


not in the 


SAME PLACE ---- 


not of the 
SAME HEIGHT 


* What would help one would hurtthe other + 


You’ve a very slim chance of fitting either (and none of fitting 
both) with any form of non-adjustable support. That’s why 
so-called arch support or corrective shoes are sold wrong. 


Arch correction is a matter of ADJUSTMENT 


UR Educational Department can quickly teach your salespeople to fit and adjust Dr. 
Scholl’s Scientific Foot Appliances for just the right elevation where needed—none 
where not needed—and gradually raise the support as improvement permits. This is the 
simple method of practical restoration of the fallen arch to its 
normal position. 
No matter how carefully shoes are fitted, weak or fallen arches 
will continue to hurt unless the strain is removed with a prac- 
tical adjustable arch support. To be practical, the support must 
be adjustable—make no mistake about that! 


The Dr. Scholl method of Foot Comfort Service increases the 
immediate sale—insures repeat business—multiplies stock turn- 
over and decreases customer turnover to a minimum. Your 
profits will increase if you give your customers on foot relief 





With this Arch Fitter Dr. Scholl’s 
Corrective Foot Appliances may be and comfort. 
adjusted in a moment for an exact fit 


or to increase the elevation as the THE SCHOLL MFG. CO., — 


condition of the foot improves. Re- 
peating this service over a course of LARGEST MAKERS OF FOOT APPLIANCES IN THE WORLD 


several weeks firmly cements the 213 W. Schiller St., Chicago 


customer to your store. 62 W. 14th St., New York 190 St. John St., London, E. C. 1 
Branches in the leading cities of the world 


112 Adelaide St., East, Toronto 


Easi llen arch and halt- Raisi ppli a trifle ieee ye a p= Arch fully restored to its nor- 
ing a fallen arch a ahi a po canteen csndieian higher vdition of mal contour on fourth adjust 


ang its re ell a oe of foot improves. further i Sroves ment of appliance. 
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WHERE TO BUY 
Ballet Slippers 





In Stock Black Ballet 
Slippers 
Ladies’ $1.25 pair 
Misses’ $1.20 pair 
Child’s $1.15 pair 
BLOG SHOE CO., INC. 
147 Duane Street, 
New York City 











Rights and Lefts 
Two Grades 
sai 
i} 


Wom. Miss. 
$1.50 $1.45 

135 «61.98 
In Stock 


Chicago, Ill. 








BALLET SLIPPERS—IN STOCK 
of the unusual kind 
6102 Bik. Kid Hand Tura 


Also Hard Toes 

ARTZ & HERDER, Inc. 

Specialists In Ballet and Comfort Siippers 
241 Ne. 1ith St., Philadelphia, Pa. 


QUALITY 


We are known to dancers 
for fine footwear at low 
cost. Italian Toe Danc- 
| ing Slippers, Hoffert Danc- 
ing Flats, Sandals, tap 
plates, rompers, supports, 
and other dancing supplies 
that your customers need. 











Write us! 


CHICAGO 


The Heffert THEATRICAL SHOE CO. 
Tee Gilpper 209 S. State Street 
Chicago, Ill. 
Coast orders filled from: 
8715 Hollywood Bivd.. Hollywood, Cal. 
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WHERE TO BUY 


Sport Footwear 
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Athletic Shoe Co. 
914 me 





“Coast IN-STOCK 
Men’s 
Smoked Elk 


$3.00 


BROOKS 
SHOE MFG. CO. 
Swanson and Ritner Sts. Philadelphia, Pa. 
Les Angeles—1162 So. Hill St. 
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Bigher”’ 


.time, this will 











What’s New? 


And What’s Said About It 








Broadcasts Sunday Program 


Cuicaco—The Florsheim Shoe Co. 
of Chicago inaugurated a new pro- 
gram over a wide network of stations 
associated with the NBC, Sunday 
afternoon, Nov. 2, 3.00 to 3.15 Central 
standard time. The program will be 
broadcast from the new Chicago stu- 
dios of the NBC. 

Although Carleton Coon and Joe 
Sanders are nationally known for their 


crooning solo performances in connec- 
tion with orchestra broadcasts, spon- 
sored by the same company and heard 
over an NBC network every Tuesday 
evening at 7.30 P- m. Central standard 
e the first time they 
have been featured by themselves in 
a broadcast. Their solo work in the 
orchestra broadcasts was received with 
such popular acclaim that the new pro- 
gram featuring the pair exclusively 
was arranged to meet popular demand. 
Coon and Sanders will function as 
a harmony duo, singing to Joe Sanders’ 
accompaniment. Popular songs will be 
featured, sung in new arrangements 
with the zest which have made the two 
artists figures of national prominence. 
The new broadcast to known as 
the Florsheim Sunday Feature will 
give the radio audience a_ closer 
acquaintance with these versatile radio 
personalities, and will be heard over 
the following network of NBC asso- 
ciated stations: WJZ, New York; WBZ, 
Springfield; WBAL, Baltimore, KDKA, 
Pittsburgh; WJR, Detroit; WLW, Cin- 
cinnati; KYW, Chicago; KWK, St. 
Louis; WREN, Kansas City; KFAB, 
Lincoln; WHAM, Rochester; WBZA, 
Boston. 


Time to Buy 


RICHLAND CENTER, WIS.—Wolf Shoe 
Company has had considerable success 
in stimulating business through the use 
of a circular headed with the caption 
“Now Is the Time to Buy.” TIllustra- 
tions of various styles of shoes are 
shown at attractive prices. 
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Leather Products Are 
On Display in Boston 


Varied Exhibit in Offices of 
A. C. Lawrence 


Boston, Mass.—In its large sales of- 
fice at 210 South Street, the A. C. Law- 
rence Leather Co. has arranged the 
display of articles made of their leath- 
ers, which was one of the interesting 
features of the recent industrial prod- 
ucts exposition held in Mechanics 
building, this city. An invitation has 
been extended to all members of the 
trade to visit this exhibit with the idea 
that all may benefit by a study of the 
uses to which leather can be and is be- 
i New uses, also, may be sug- 


gested. 

Included in the display is a heavy 
calfskin aviator’s suit with zipper fas- 
tened front, calfskin helmet and heavy 
moccasin type shoes. The suit is warm- 
ly lined and padded for winter fiying. 
Other merchandise on display includes 
sport coats of suede lamb and sheep- 
skin; book leathers of all kinds, many 
of them beautifully tooled and colored; 
bags and luggage of many kinds of 
grained leathers; a volley ball of calf- 
skin; sheepskin slippers with the wool 
inside for warmth; gloves of lamb 
skin; belts; and shoes, of course. 

It is hoped that arrangements can 
be made to send this display on tour 
through some of the larger cities of 
the country. 


New Spat Fixture 


DayToN, OHI0O—The Onli-Wa Fix- 
ture Co. of Dayton, has just brought 
out a new fixture which is designed 
especially for showing spats. The idea 
was developed at the request of Frank 
Hale of the French, Shriner and Urner 














New Spat Fixture 


Shoe Store, of Boston. Mr. Hale, as 
sales manager of the company, noted 
the popularity of spats, and knowing 
that it is necessary to display things 
before you can sell them, consulted J. 
H. De Weese, president of the Onli-Wa 
Fixture Co. regarding a proper fixture. 
The illustration herewith is the result. 
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Greeley’s House Slippers 


Ladies’ Black Vici Kid 1 
Strap Slipper, Quilted Sock, 
Sewed, Turned, Leather Sole. 
Right and Left Last. 
Whole Rubber Heel. 
12 pr. lots, $1.35; 
36 pr. cases, $1.30 
per pair. Stocked. 


A. W. GREELEY 
12 Duncan St., Haverhill, Mass. 


$7.50 ou $8.50 
Retailers SH ES Retailers 
In Stock 
High Shoes 


Same construction. Excellent ma- 
terials throughout. Superior work- 
manship. Sample pair _ will 
convince the critical buyer. 











PPIPANICUIN SoU N}ORN tas 0") 


A window at Franklin Simon & Co., New York, showing shoes 
Right and Left Sole Leather Counters. Widths AA to EE. Heels, fitted with AnkleHi Fairy Forms. 


i i—a =| «SHOES... 


54 N. 4th St., Philadelphia, Pa. 
Send for Catalogue 








Just as they appear on dainty feet 


HOES look their very best when they 
are properly Fairy Formed. For the 


W e lcome to flesh-colored form contrasts with and brings 


out the strap and cut-out portions, and dis- 


N. Cw York and plays the shoe exactly as it will appear on 


a dainty, well-shaped foot. 





Ne Hundreds of the leading stores have The adjusta. 
found how effectively Fairy Forms increase le cross - bar 


shoe sales. They have found them econom- ‘6?°™"?¢"Ssates 
for the _ dif- 


ical, too—strong, easily cleaned, and good foyences in, 
for years of service. shoe widths, 


Why not order a dozen or two AnkleHi 

OPPOSITE PENNSYLVANIA R. R. STATION Fairy Forms and give them a trial in your 
are ee windows? Made to fit a 4B shoe, and priced 

The Hotel with at $2.25 a pair for closed tops; $1.75 a pair 


ee for open tops. If your jobber cannot 1 
SAMPLE ROOMS FOR ia noe ps. 1f your jobber supply 


SHOE MEN 


1200 pleasant rooms each with Servi- 


dor, ee and SHOE FORM Co., INC, 
Auburn, N. Y. Special heel 


Licensed Manufacturing Branches makes it easy 


United Last Co., Ltd. Montreal, Que. to insert and 
Northampton, England Frankfort, Germany remove the 
Paris, France Melbourne, Australia Fairy Form. 


Sedl 


PROTECTED BY AMERICAN Shoes AND FOREIGN PATENTS 


r SOPVErenm ¢ 
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WHERE TO BUY 
Spats 








| hi lll 









IDEAL 


Reg. Trade Mark 
Manolis Products 
Give You More Proais, 
Spats $9.00 te $21.00 
Dez. Prs. o 

Include Box 
Rhinestones $2.50 
ee Include Colonist 





MANOLIS MF@. CO, 
Ave. 


Prva Faw Be aC be aC le 


BOND STREET 









best 


e finest, 
of all. Styled in 





ki . 
England 


comprehensive, unique na- 
tional advertising—radio, 
national magazines, mer- 
chandising helps, attrac- 
delivery. Write for samples. 






Deckages. immediate 
THE WILLIAMS MFG. COMPANY. 
Portsmouth, Ohio, U. 8. A. 


NN NN ZN LN ZN ZN Sa 





DUNHILL SPATS 





Samples on Request 
STAR Poot wens MFG. 


50-54 Ne. 4th St., Philadeiphis 














PN 


. la ndard’ 





Watch “Standard” Spats in 1930 
8. Rauh & Co., 650 Sixth Ave., New York 
TT 





To Retail at 
$1.45, $1.95, 








ordering samples mention price range. 
Miustrated folder and price list on request 





Modern Life and Flat Foot 


[CONTINUED FROM PAGE 32] 


Indian in his moccasins. The idea seems 
to be that the nearer a shoe approxi- 
mates the Indian moccasin the better it 
will be for all feet and that the Indian 
invariably has perfect feet. An In- 
dian moccasin was never intended for 
wear on a hard paved street, and if you 
should put an Indian on the paved 
streets of any modern city, in his moc- 
casins, and compel him to go through 
the daily routine of the city dweller, he 
would very soon be a cripple. 

I have observed numbers of Indians, 
and wherever they had contacted mod- 
ern living conditions they were, almost 
without exception, flat footed. Wrong 
shoes have a lot to answer for but they 





are not by any means wholly responsi- 
ble. In fact, I- believe that the worst 
shoes we have are far better for the 
feet on modern pavements than no 
shoes at all, and if we did not wear 
shoes the condition of our feet would 
probably be worse. For it is quite pos- 
_ to develop a flat foot going bare- 
oot. 

Some years ago I saw, in the National 
Geographic Magazine, the picture of a 
barefooted, almost naked, savage. 
native of one of the Phillipine Islands. 
His feet were terrible. I never saw a 
pair more distorted. Yet he had never 
worn shoes. Reading the article I 
learned he was one of a tribe that had 
been driven from the lowlands into 
a mountainous region. 

In other words, he was no longer 
walking on soft turf but on hard, un- 
yielding rocks. In our southern States 
there are many colored people who go 
barefoot most of the time and who walk 
on dirt farms and roads, seemingly hav- 
ing no reason for foot troubles, yet 
many of them are badly afflicted with 








GOLD SEAL, 722 B’way, N. Y. C. 


New York Firms Win 
Fight Against License Fee 


Kansas City, Mo. (UTPS)—A re- 
straining order, prohibiting James A. 
Taylor, city license collector, and Lewis 
M. Siegfried, chief of police, from in- 
terfering with the sale of merchandise 
in the Hotel Muehlebach here by the 
Frank Brothers Footwear Co., Inc., of 
New York, followed by a temporary in- 
junction, was granted the company 
by Judge Denton Dunn in the In- 
dependence division of the circuit court. 

A city ordinance, called the “itinerant 
tax,” requiring a license fee of $100 
daily for concerns exhibiting merchan- 
dise for sale in hotel display rooms, in 
apartment buildings and other places 
other than established business houses. 
was passed here by the city council last 
spring. The order was issued against 
this ordinance. 

The plaintiffs, who sent. representa- 
tives here to display samples of their 
goods and take orders, asserted the ordi- 
nance was not valid in that it acts in 
restraint of interstate trade because of 
the excessive license fee. 

A similar suit, instituted by M. 
Cammeyer, Inc., also of New York, was 
heard, and both companies were allowed 
to display their merchandise. 


flat foot. I have my own theory about 
that, but it is only a theory. Figure it 
out for yourself. 

It is in order now for me to show 
how modern shoes fail to measure up 
to the needs of the feet. Instead, I am 
going to call your attention again to 
some of the fundamentals of the feet 
and legs and I hope that, if you have 
not already done so, you will check up 
each statement by observing your own. 

Briefly, then, what we have found is 
that the body weight comes down the 
leg from the hip joint; that it lands 
on top of the foot at the ankle joint; 
that there is an arched arrangement of 
the bones of the foot to receive it and 
flexible hinged joints at the knee, ankle 
and ball of the foot to allow the weight 
to be thrown from one foot to the other 
in walking. 

We have found that the foot comes 
into contact with the ground at the 
heel, along the outer border and at the 
ball and that the inner arch is sup- 
ported by the muscles of the leg. We 
have found that there is a complete 
muscular mechanism to control the 
bones of the legs and feet in standing 
and walking. 

We have particularly noticed how 
small the foot is compared to the body 
above it, and that the weight falls di- 
rectly on the rear part of the foot. 

I am going to defer any comment 
on shoes until the next article and 
ask that, in the meantime, with the 
structure and mechanics of the feet 
and legs in mind, you look over the 
shoes you have to sell, observe the peo- 
ple on the street—how they walk, 
whether their shoes are turned over, 
whether their shoulders are even. 
Later, I will have some suggestions 
about presenting the question of foot 
troubles to your customers; but just 
now I am only suggesting that you 
also use your eyes while you are fitting 
shoes. See how many foot faults you 
can discover and why. 





Two Newburyport Firms 
Are Reported in Merger 


NEWBURYPORT, MAss.—The merger 
of two shoe companies—the Bliss & 
Perry Co., and the William G. Dodge 
Shoe Co., both of this city—has been 
announced. Articles were signed re- 
cently by William G. Dodge and Wal- 
ter I. Perry, who will control the busi- 
ness under one financial structure, 
utilizing 80,000 square feet of space in 
a factory building at Kent and War- 
ren streets. These two firms employ 
several hundred hands and are two of 
the oldest and largest in the city. 





Western Stores, Inc., Carry 
Family Shoes 


CooLince, Ariz. (UTPS)—The Wes- 
tern Department Stores, Inc., a chain 
organization of complete outfitters for 
men, women and children and house- 
hold staples, has just been opened here 
under the managership of H. A 
Hughes. An important section will be 
that of footwear, carrying a moderate- 
priced line of shoes for the family, 
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you SELL | 


And Avoid Frozen Capital in End Sizes | 


The Recorder Stock and Daily Sales Record Helps | 
You Do Just That! 
Insures Accuracy of Buying Judgment 


Black “If a $5 Gold Piece Falls Thra 
Cloth a Crack in the Floor”—is the 
Binder— title of our instruction brochure 
red imitation for keeping stock records:— 


leather back 
Supplied with each order for 


and corners, 
gold lettering the Stock Record System. 






































One hour a day keeps your records 
complete— 

Every sale and purchase recorded— 
Visible daily turnover and sales re- 
port—with monthly inventory of each 
stock number— 

Shoes on hand, on order, due, returns, 
transfers in or out from branch 
stores— 


FOR GROUP OWNED STORES 
—the Stock Record System used in 
conjunction with the MASTER 
STOCK SHEET and the central office 
CONTROL FORM, also a COMPARI- 
SON FORM for sales of total pairs 
by seasons and years, gives the mer- 
chant-owner complete stock control 
with style and sale trend. These 
three forms are illustrated and are 


















COMPARISON FORM 
(er seasons AND YEARS 







8. 













MASTER STOCK SHEET 









MONTHLY INVENTORY 

























system 
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supplied 
_ STOCK RECORD, 50 Sheete—$3.00 
ci —ee8 10 Sheets—$1.00 
(minimum order) 
Each fits the STOCK RECORD loose 





leaf binder. 














Black Cloth Binder—11%4” x 13%” 
| —100 Daily Sales and Stock Sheets, 

er. | reteereeeees 1 Comparison Form, with 4 Inventory 
sje" | | Pads (or 2 Inventory Pads, 100 
Sheets, and 2 Buying Order Pads, 50 
Sheets) and 1000 Carton tickets with 


TT $9.00 















| 
West of Denver, $9.50 | 
Canada and Foreign, $10.00 
Above, not including 
CARTON TICKETS, $6.50 
West of Denver, $7.00 


Prepaid—C. . order, | 
| 
| 






















Your choice of DeLuxe flexible imitation leather binder 











shown above, or— 
Shoe Carton Tickets 


Black cloth binder below. — 50 500; $2.50 ose. 
Olips BF RR A ordered 16 5008 or more. 
P e prepaid—check with order, please. 


MERCHANTS SERVICE DEPARTMENT 
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WHERE TO BUY 


Women’s Shoes 
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Internationally recognized as the acme of 


utility shoes. 
A product of 


SHAFT-PIERCE SHOE CO., Faribault, Minn. 











WHERE TO BUY 


Shoe Accessories 
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Step that PINCH with 
EVER-READY SKIVED 
VAMP BITE PADS 


We also make Ideal Felt Metatarsal Buttons, Built 
Leather Heel Pads, Felt Heel Cushions, etc. 


Security Shoe Finding Mfg. Co. 
23 S. Wells St., saa CHICAGO 
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WHERE TO BUY 
Children’s Slippers 
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4 No.C775—All sizesin stock 
for immediate delivery. 

AW rite for aeoetey o, 

scribing complete 

= Rest-Rite Slippers. 

i) Athletic Shoe Co, 
914N.MarshfieldAve, 

Chicago, til. 


- 


WHERE TO BUY 


Women’s Novelties 





Compare our Braided Sandals with others; 
you will be convinced that our values and 
prices are best. 


trect factory representatives oterien te e 


volume buyers maki itities in 
moulded and 


LITY Braided Sandals 
Kay Soles, at popular prices. 


THE R. STERN CO. 
IRWIN B. DAVID, General M er 
308 Fourth Ave. New York 














Putting Pep in the Shoe Sales Force 


[CONTINUED FROM PAGE 31] 


of “drive” is necessary. The manager 
must watch for mistakes and correct 
them. He will not tolerate carelessness, 
nor permit sluggish efforts to pass with- 
out reprimand. Forcefulness, however, 
should not be overdone to the point of 
becoming brusque, sour, or domineer- 
ing. The manager must preserve the 
proper balance between too much stern- 
ness and too much familiarity. Men 
work best under a combination of 
praise and constructive criticism. 

In giving an order it is better to ask 
than to command. No cooperation will 
be obtained when the manager snaps 
his fingers and growls: “Do this” or 
“Do that.” It is much better to say: 
“Let’s get this job done.” Be sure that 
orders are clearly explained so that 
there may be no misunderstanding of 
just what is expected. If the employee 
suggests a better way of doing a thing, 
let him have his say. Give him an ade- 
quate explanation of why things need 
to be done in certain ways, and why 
certain rules need to be observed. An 
important point in ordering a job to be 
done is to follow it up and make sure 
that the job has been done on time and 
in the manner expected. If mistakes 
are made attention should be called to 
them promptly. 

Threats of discipline or dismissal 
should never be resorted to unless the 
threat is to be carried out. All of you 
have known managers who have blus- 
tered and stormed and threatened their 
employees with dismissal. Those whose 
threats were idle became the laughing 
stock of their men, who lost all respect 
for them. 

In connection with the display of 
energy and forcefulness it is well to 
establish a matter-of-fact business at- 
titude toward the entire force. Start 
the day energetically and set an exam- 
ple by being wide awake. A long sol- 
emn face or a grouchy disposition 
never yet produced team work. It is 
not always necessary to smile, but a 
cheerful face brings a more ready re- 
sponse. If you have hard things to 
say, say them with a bit of a twinkle 
in your eye and take the edge off of 
them, so that no resentment will be 
harbored. 

Know what goes on at all times, and 
watch your employees and their rec- 
ords. Let them know you know what 
they are doing. Talk with them re- 
garding their sales showing day by 
day, or week by week. The lazy or 
careless individuals must realize that 
their failures come to the attention of 
their leader. 

It is sometimes difficult to know 
whether one is too hard or too lenient. 
Whenever employees begin to avoid 
their leader or become stubborn or sul- 
len; whenever there are offstage dis- 
cussions and rumors of dissatisfaction, 
there is something wrong with the 
manager’s attitude. He has probably 
been too severe. 
the manager has been too lenient he 
will probably find some of the men 
taking advantage of him, or becoming 
a bit too familiar. 

Successful leadership depends upon 
the maintenance of proper respect be- 
tween the manager and men. To gain 
respect one must give respect. The 
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On the other hand, if . 


manager must have confidence in his 
employees and place his trust in them, 
until they show themselves unworthy 
of it, just as in courts of law a man 
should be considered innocent until he 
is proved guilty. Manager Smith in the 
second store I told you of took the other 
point of view. e assumed his men 
were incompetent. He viewed every- 
thing they did with suspicion and 
spread his own attitude throughout his 
store. The manager who trusts his em- 
ployees will take them into his confi- 
dence and explain the why and the 
wherefore of things. He will protect 
their interests and fight for them when 
necessary. As their service warrants, 
he will recommend them for increased 
salaries and promotion. 

It pays to be frank and outspoken. 
There is no surer way of having your 
men lose faith in you than by having 
you make promises which are not kept. 
How many managers have deliberately 
or unconsciously “kidded along” some 
of the salesmen they have been using 
as extras and who are staying because 
they expect a full time steady job, even 
though they never be qualified for one? 

Before you dismiss an employee, be 
sure you have given him definite warn- 
ing on several previous occasions that 
his work was not satisfactory. Men 
should never be discharged without be- 
ing forewarned and given a chance to 
improve. When you discharge a man, 
tell him why. Sit down and talk over 
his shortcomings with him. Assist him 
to avoid the same mistake on his next 
job. Be frank with him and he will 
respect you for it. 

Many failures in executive work re- 
sult from inability to teach employees, 
especially new ones, the work involved. 
Successful business nowadays requires 
suitable training methods and even the 
executives shoal constantly be educat- 
ing themselves for greater efficiency. 
Every store manager should so organ- 
ize his work as to have a certain 
amount of time for training new and 
old employees. Successful training first 
involves an analysis of the job to be 
done and breaking it up into its parts. 
Next must follow a demonstration 
showing exactly how the work is done, 
and mistakes to be avoided should be 
pointed out. Then the learner should 
actually make a trial of the job under 
supervision and be corrected if he 
makes mistakes. When the manager- 
teacher has carried out these steps, 
there still remains the need for a check- 
up or follow up at irregular intervals 
to see that the work is being properly 
handled. - 

A great deal more might be said re- 
garding the task of leading without 
“bossing,” with regard to obtaining 
team work, and with reference to 
training men on the job to improve 
themselves. I have space only to refer 
to the reprimand. It goes without say- 
ing that no employee should be repri- 
manded unless you are certain that he 
definitely deserves it. The individual 
in question should be studied before he 
is reprimanded. If he has an over- 
sensitive personality with little seli- 
confidence, criticism which is too harsh 
will result in disheartening him and the 
manager will lose his cooperation. It 
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3g necessary to be patient with some 
ed very forceful with others. Most 
important in connection with the repri- 
mand is to administer it in private. In 
reprimanding, the executive should al- 
ways give the reasons for his repri- 
mand and show the employee that it is 
done because of the work in question, 
rather than for any personal spite. It 
is best to conclude a reprimand by 
showing the employee how to avoid 
future mistakes and in order to set him 
on his feet. ; 

These, then, are a few of the things 
to be considered in an effort to build 
sales through an improvement in hu- 
man relations. Not only can one “cash 
in” very definitely through proper per- 
sonnel relations but a manager’s daily 
task will be far happier if he remem- 
bers that the “other fellow” is a human 
being like himself. 


Melville Employees Told 
Jobs Are Safe 


New YorK— Ward Melville, presi- 
dent of the Melville Shoe Corporation, 
has telegraphed 500 store managers in 
250 cities, advising them their jobs 
were secure and recommending that 
they purchase immediately whatever 
they or their families require. 

The telegram read as follows: 

“Our price reduction to stimulate 
‘Buying Now’ an unqualified success. 
Increased volume means that Thom 
McAn factories will continue to operate 
full force at full wages. Your job and 
those of others in your store are there- 
fore assured, and it is my earnest rec- 
ommendation that you cooperate with 
local merchants and chamber of com- 
merce by purchasing immediately what- 
ever you or your family require.” 

A number of other retail shoe firms 
have made similar announcements. 


To Enlarge Factory 


BROCKTON, Mass.—The Brockton 
Shoe Manufacturing Co. of Holbrook 
soon will inaugurate a novel scheme 
by which to quicken business and, at 
the same time, serve appropriately to 
celebrate the acquisition of property 
adjoining its plant on Franklin Street 
which will allow for an extension to 
house an up-to-date stock room. 

_The company will offer for sale all 
kinds of shoes including sport, golf, 
school and dress shoes .at factory 
prices. The sale is being staged par- 
ticularly for high school boys whose 
parents may be affected by the hard 
times. The company carries about 80 
styles in stock and practically all of 
these will be represented in the sale. 
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WHERE TO BUY 
Shoe Forms 


Jatry JOrims 
for Shoes and Hosiery 
Sar made of white, 


= 7 transparent or colored 
Tee Perth: FAIRYLITE 
Shoe Form Co., Inc., Auburn, N. Y. 
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September Production Gained 
Over August 


WASHINGTON, D. C.—The total pro- 
duction of footwear in factories report- 
ing to the Bureau of the Census, United 
States Department of Commerce, for 
September, 1930, indicates an increase 
of 1.7 per cent from August, 1930, but 
a decrease of 17 per cent from Septem- 
ber, 1929. Production during the 
period January-September 1930, shows 
a decrease of 12.4 per cent as compared 
with the corresponding period of 1929. 

The total production of boots and 
shoes of all kinds in September of this 
year was 28,918,926 pairs, as compared 
with 34,830,741 pairs in September, 
1929. All of the principal classes of 
leather footwear showed a decrease. 


Back from Hunting Trip 


BrocKTon, Mass.—Harold C. Keith, 
president of the George E. Keith Com- 
pany, and of the National Boot and 
Shoe Manufacturers’ Association, re- 
turned last week after a_ successful 
hunting trip through Alaska. He 
brought with him several handsome 
specimens of game he bagged in the 
six weeks he has been in Alaska. He 
returned by way of Seattle, visiting 
several of the Walk-Over stores. 





Seven Merchants Pick Best 
Bets 


Here are the shoe styles that will 
make Milwaukee famous in November: 
Caspari & Virmond, George R. Vir- 
mond. A black Rajah Lizard oxford with 
a 14/8 heel, price $12.95, will be our 
best bet. Reptile leathers will have the 
swing. Galosh wearing causes the im- 
mediate stop in suede wearing. Crepes 
are taking their place as dress shoes. 
* * & 

Campbell-Boll. A black kid strap 
with a 16/8 heel retailing at $10.50 will 
be our best shoe for a long pull, as a 
great many people are buying practical 

shoes this winter. 
* * %&% 


Hanan & Son. Three eyelet oxfords 
with 12/8 leather heels in black, blue 
and brown tweeds will be an early 
winter novelty. These shoes, of course, 
have leather tips, foxings and trimmings. 

* & & 

_Gimbel Bros., P. S. Arne. A black 
kid opera pump with a 19/8 heel will 
be our November leader. 

* * & 


Fields, J. M. Crotty. With the ad- 
vent of the popularity of “Sunday Eve- 
ning Dresses,” comes a big swing to 
black Faille Regents. Four eyelet black 
kids carrying 18/8 heels look very good 
for the street. 

*x* *& 
_Rellin-Packard. Fabrics, Satins, Crepes, 
Filet, etc., are in the center of the 
picture, for the young girls are buying 
their $6.00 evening slippers. Heels are, 
of course, from 18 to 20/8. 
* * & 

Walk-Over, C. A. Helmbacher. A 
black kid four eyelet oxford is our best 
bet 365 days in the year. For style, 
black satins, both straps and Regents 
will probably outsell the field. 
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WHERE TO BUY 


Children’s Footwear 





Approved by Medical Men 


As a fully ventilated 
the Burkley Ven- 
tilated Foot Developer 
is unexcelled. Well 
surgeons recom- 

mend its use. 


Burkley Shoe Co. 
1156 No. Main St. 
Brockton, Mass. 
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WHERE TO BUY 
Work Shoes 
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If it’s built by Bass ~ 


Hts buill for Service =" 
Nee) Free Style Booklet on Request 
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WHERE TO BUY 
Riding Boots 
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RIDING BOOTS 
IN-STOCK 
For Men, Women and 
Children—also 
Jodhpurs and Field 
Boots. 
Write for catalog. 








fr SOLID 
COMFORT 


——INA BED“ ~-H ITS — 
FLOSS MATTRESS 
—— AND BED SPRINGS 





























a is real night-time comfort in a good bed. There 
is real day-time foot comfort in shoes equipped with 
CRAWFORD Shanks. Explain their merits to your cus- 
tomers. Point out the flexible member that gives con- 
Shank is slotted and fitted around : Chicas 


stant support to the foot, and the rigid member that a split rivet so that it will slide back [ported ‘a 
ae ca : and forth as the weight of the body Bato. 
positions the shank and aids in preserving the shape of is applied to and removed frome Alex F 
the foot. ae 


the shoe. Offer your customers this greater foot comfort. Compan; 


petition 
ILLIN 


One end of the CRAWFORD giLLin 





Specify their inclusion by the full name, 
CRAWFORD SHANKS 


SPLIT RIVET 
LOCKING 
SHANK TO 
INSOLE 


UNITED SHOE MACHINERY 
CORPORATION 


BOSTON. -:- MASSACHUSETTS 
BooT AND SHOE RECORDER . 
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CONNECTICUT—Danielson—Mac’s Shoe Store 
{Morris Rosenberg, Prop.) (55 Main St.) ; boots 
and shoes; recently commenced business. 

Meriden—David’s Boot Shop (Morris Gold- 
stein, Prop.) (51144 W. Main St.) ; recently com- 
men business, 

KENTUCKY — Louisville— Meyer Berman & 
Sons (220-22 W. Market St.) ; boots, shoes, etc. ; 
reported liquidating. 

FP aggge ve ope ey ae sli ates Slipper 

Co.; manufacturers; Business Certificate filed 
by Rose Jeghelian. 

A. H. Howe & Sons, Inc.; pene and shoes ; 
capital stock reduced by $50,000 

Kaufman & Gilmore, Inc.; boots and shoes; 
incorporated, authorized capital $25,000. 

State Slipper & Shoe Co.; manufacturers; 
Business Certificate filed by Abraham Rood and 
Hyman man. 

Brockton—Gecko Co. of New Orleans; boots 
and shoes ; vege sg reduced by $50,000. 

Famous Shoe S Inc. and shoes ; 
ae authorized capital $10,000. 

Fall River—K & K Shoe Store (366 E. Main 
St.); boots and shoes; removed to Hartford, 
Conn., 281 Main St., Nov. 7. 

Lynn—Colella & Leighton Shoe Co., shoe 
manufacturers; filed issue of $5,750 of common 


stock. 

New Bedford—Self Service Shoe Stores, Inc.; 
boots and shoes; name changed to Morton’s 
Shoe Stores, Tne, 

Quiney—S. J. Farber Shoe Co. (1452 Hancock 
St.); boots and shoes; removed to Boston, 
Mass. (564 ‘Columbia Rd.) (Dorchester District). 

Salem—George Kay Shoe Co., Inc.; manufac- 
turers; recently incorporated. 

Springfield—Lido Bootery (1607 Main St.) ; 
boots and shoes; recently commenced businses. 

MISSOURI—Carthage—Carmo Shoe Mfg. Co.; 


ADVER@ISING Paces BBMOVED 


Bousiness 
Bi AROMETER 


Business Changes 


poeen ane shoes; incorporated, authorized capital 

Liberty—Charles Ward (‘‘Ward’s Shoe Store’’) ; 
boots, shoes, etc.; reported selling out to Arthur 
Farnsworth. 

St. Louis—Blatt & Gale, Inc.; boots, shoes, 
etc.; incorporated authorized capital $10,000. 

NEW YORK—Brooklyn—Charles Gordon (204 
Fifth Ave.); boots and reported will 
discontinue business about 


shoes ; 


iV. Oo. 
has. Haberdashery Shoes, Inc.; boots, 
— etc.; incorporated authorized capital 
10,000. 


Pasquale Tronco (1692 E. New York Ave.) ; 
boots and shoes; removed to 207 Jackson Ave., 
Jersey City, N. 3. 

New York City—Coriaty & Sabbagh (9 W. 
20th St.); shoe manufacturers; reported selling 
out. 

Benjamin Drucker (355 E. 114th St.) ; boots 
and shoes; reported selling out. 

a Shoe Co., Inc., boots and shoes; 

rporated, authorized capital $30,000. 

“aoest Craft Garment Co., Inc.; boots, 
etc.; incorporated. 

er Shoe Co. (c/o Gold’s) ; 
boots a shoes; reported discontinuing. 

OHIO--Montpelien C. M. Harrington Estate; 
boots, shoes, etc.; reported selling out to Mrs. 
Frances Bohner. 

OKLAHOMA—Seminole—The Toggery, Inc.; 
ho 7 - shoes, ete.; incorporated, authorized capi- 

PENNSYLVANIA — Allentown — Behringer, 
Ine. ; boots, shoes, etc.; incorporated authorized 

ital $50, *000. 
ilkes-Barre — Lewell Shoe Co.; boots and 
shoes; incorporated, authorized capital $5,000. 

WISCONSIN—Milwaukee—Morris Meyer (883 
Third St.) ; boots and shoes; reported selling out 
to Norman Balkansky. 


in- 


shoes, 





Failures, Embarrassments, Etc. 


CALIFORNIA—Long Beach—Ray Bros., Inc. ; 
boots and shoes; reported petition in bankruptcy. 

Los Angeles—C. L. Smythe (203 Arcade 
wholesale shoes; reported petition in 
bankruptcy. 

CONNECTICUT — Bridgeport — Simpson Shoe 
Co. (1214 Main St.); boots and shoes; reported 
petition in bankruptcy. 

FLORIDA — Miami— John Sewell & Bro.; 
boots, shoes, etc.; reported petition in bank- 
ruptcy and receiver appointed. 

GEORGIA—Valdosta—Russell E. Salyer (‘‘Rus- 
sell’s Boot Shop”); boots and shoes; reported 
petition in bankruptcy. 


ILLINOIS — Casey — Abraham Bros.; boots, 
iene, Bt. reported assigned. r 
mil mga Pr (5154 W. Chicago 


o—E 
ave). (5209 N. Clark St.) ; boots and shoes; re- 


ates assign 
H. Klan (“Jay Kay Bootery’”’) (3609 Ful- 
a. Ave.) ; reported assigned. 

Ales Paul (725 W. Madison St:) ; boots, shoes, 

eported petition in bankruptcy. 

MASSACHUSETTS — Boston — Deacon Shoe 
Company; shoe manufacturers ; reported petition 
in bankruptcy. 

Chicopee—Isaac Fein; boots, shoes, etc.; re- 
ported assigned. 

Hudson — Anthony’ Sireiko (‘‘Model Shoe 
Store’); boots and shoes; reported petition in 
bankruptcy. 

Springfield— Hyman Sosner (‘‘Sosner Shoe 
Store”) (Charles Shoe Store); boots and shoes; 
reported petition in bankruptcy. 

Worcester—I. Lisabitsky ; boots and shoes; re- 
ported assigned. 

MICHIGAN — Battle Creek — Hollman’s Arch 
Aid Bootery (Richard J. Hollman) (85 W. 
Main St.) ; reported assigned. 

MISSISSIPPI — Flora— Adis & Sherman; 


boots and shoes ; reported offering to compromise 
at 25 per cen 

Ruleville- M. R. Barodofsky ; boots and shoes ; 
reported petition in bankruptcy. 

NEW JERSEY — Newark— Harry Mendel 
(““Mendel’s French Bootery’’) (152 "Springfield 
Ave.); boots and shoes; reported petition in 
bankruptcy. 

NEW YORK—Brooklyn—Century Shoe Co.; 
manufacturers of shoes; reported called meeting 
of creditors Nov. 3. 

Louis Kreitman (Kreitman Shoe Store) (4811 
Church Ave.) ; boots and shoes; reported called 
meeting of creditors Nov. 3. 

ride Shoes, Inc.; shoe manufacturers; 
ported called meeting of creditors Nov. 3. 

New York City—Lew Freetag (1603 Madison 
Ave.) ; boots and shoes; reported petition in 
bankruptcy. 

Smith’s Work Clothes Store, Inc. (24 Fulton 
St.) ; boots, shoes, etc.; reported assigned. 

Olean—Archie Jacobsus; boots and shoes; re- 
ported petition in bankruptcy. 

OHIO—Cincinnati—Leonard Wissman (3110 
Reading Road) ; a and shoes; reported peti- 
tion in bankrupte: 

PENNSYL LVANIA — Hazleton — R. J. Hertz; 
boots and shoes; reported petition in bank- 


ruptcy. 
SOUTH CAROLINA—Charleston—Sam Lynch ; 
boots, shoes, etc.; reported petition in bank- 


ruptcy. 

TEXAS—Dallas—Louis Abramson; boots and 
shoes; reported petition in bankruptcy. 

WASHINGTON — Auburn — Samuel Akerman 
(“The Toggery”); boots, shoes, etc.; reported 
assigned. 

Pn pe mn fahlinger; boots, shoes, etc. ; 

ported pe’ m in bankruptcy. 

NOVA SCOTIA ruro—J. A. Fraser; boots 

and shoes; reported assigned. 


re- 





New Shoe Stores 


New York, N. Y.—Artcraft Footwear Co., 258 
ew York, N. Y¥.—Spiegel’s Shoe Shop, 2228 


Ni 
Y.—Florette Shoe Co., Inc. 


Mermaid Ave. 
New York, N. 
hage, Mo.—Carmo Shoe Mfg. Co. (mfr.). 


tJ 





Cart 
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Sac City, Iowa—Graham Department Store, 


Upper Sandusky, Ohio—D, E. Neikirk, S. 
Sandusky Ave. 


McCune, Kan.—L. E. Wilson. 


83 


Latest Reports of New Stores, 
Failures, Embarrassments and 
Bankruptcy Proceedings 






VavavVa 


VavVavVa 






Battle Creek, Mich.—Blick’s, East Michigan 


Ave. 
Barron, Wis.—F. M. Jacobs & Co., La Salle St. 
Lowell, Mich.—Benj. Wepman & Son. 
Dexter, Iowa—Joe Redburn. 
Clay City, Ill.—E. E. Majors. 
Rutland, Vt.—Samuel Feinberg, 40 Merchants 


ow. 

Utica, N. Y.—Utica Fair Store, Inc. 

Enka, N. C.—Enka Community Store, Inc. 

Asheville, N. C.—Foot Saver Shoe Shop, Inc. 

Wilson, N. C.—Dildy & Agnew, Inc. 
ua Angeles, Cal.—P. D. Rosenwald Shoe Co., 
Rockford, Ill.—W. F. Brown & Co. 

Wauchula, Fla.—Oats & Ausley 

Indian Harbor, Ind.—Gould’s, "Tne. 138th and 
Main Sts 

Augusta, Me.—Stern Department Store, 149- 
153 Water St. 

Tarpon Spring, Fla.—Snowden’s Department 
Store, Inc. 

Pittsburgh, Pa.—The Bazaar, Fifth Ave. 

Kennett, Mo.—J. Winer, S. Side Square. 

Upper Darby, Pa.—Al Chriso, 6930 Market St. 

Lewiston, Me.—Wood & Smith Shoe Co. (mfr.). 

Blum, Tex.—W. H. —— Mere. Co. 

Cincinnati, Ohio—C. G. Kline Antioch Shoe 
Shop, Inc. 

Columbus, Ohio—Korn, Inc. 

Harrisburg, Fae Gemeente MeCermick, Inc. 

Fron Fla.—J. W. Shaffer 

Boston, Mass. ~Hasteline-Friedlender Corp., 9 

Federal Court (mfr.). 

Swoyersville, Pa.—S. M. Feldman & Sons, Inc. 

ler, S. D.—John W. Johnson Co. 
Miami, Fla.—New York Merchandise Co., Inc. 
at View, Pa.—Valley View Shoe Co., Inc. 


r.). 
“Oriando, Fla.—F. W. Swope Co. 
Jacksonville, Fla.—Colonial Naval Stores Co. 
Pontiac, Mich.—Bernard’s, Inc. 
Allentown, Mich.—Behringer, Inc. 
Montgomery, Ala.—The hoger Shop. 
Philadelphia, Pa.— gg Leather Mart, J. 

Dudley Smith, mgr., Feb. 
Cumberland, Md. ” Segal” Bros., 181 N. Cen- 

ter S 
arecesienn, N. C.—Stein Bros., 217 S. Elm &t. 
Batesville, Ind.—Frances Fisher, 103 Rail- 

roa: 

Lake Wales, Fla.—Woolf-Lewis Co. 
Malden, Mass.—W. T. Grant Co. 

Allston, Mass.—W. T. Grant Co. 
Dorchester, Mass.—W. T. Grant Co. 
Roslindale, Mass.—W. T. Grant Co. 
Watertown, Mass.—W. T. Grant Co. 

Port Chester, N. Y.—W. T. Grant Co. 

Danbury, Conn.—W. T. Grant Co. 

Woonsocket, R. I.—W. T. Grant Co. 

Somerville, N. J.—W. T. Grant Co. 

Williamsport, hag 4 T. Grant Co. 

Buffalo, ‘Ww. Grant Co. 

Syracuse, N. Tw T. Grant Co. 

Canandaigua, N. Y.—W. T. Grant Co. 

Calais, Me.—W. T. Grant Co. 

Van Buren, Me.—W. T. Grant Co. 

Grand Rapids, Mich.—W. T. Grant Co. 

Birmingham, Ala.—Snowhill Mercantile Co., 
444 58th St. 

Memphis, Tenn.—Bry-Block Merc. Co. 

Powell Station, Tenn.—J. E. Croner & Co., 


Inc. 
Yakima, Wash.—West Dependable Stores of 
Washington. 
Detroit, Mich.—Thos. J. Flattery, Inc. 
Miami, Fla.—Max’s Department Store, Inc. 


Chicago, = “Sane Department Store, 
222 S. State S 

Heron Lae “Minn.—Abel H. Stebel, Berreau 
Bldg. 


Cicero, Ill.—E. & S. Department Store, 6031- 
33 W. 22nd St. 
‘ Stamford, Conn.—Stamford Department Store, 
ne. 

Wamego, Kan.—United Stores. 
“ a N. Y.—Army & Navy Store, 209 E. 
tate S 

Hackensack, N. J.—M. Brunner, 120 Main St. 
wae Ind. ’—Richardson’s Stores, Inc., West 
‘ain 

Richmond Hill, N. Y.—Sterns Cut Rate Store, 
123-04 Liberty Ave. 


eadow, Tex.—J. Wilonsky. 
New York, N. Y.—Albert Baker, Jr., 54 W. 
21st St. 


ann Ohio—Proper Shoe Co., Inc. 


New York, N. Y.—Junior Vogue Shoe Stores, 
Inc., 28 Park Place. 
Perth Amboy, N. J.—Junior Vogue Shoe 


Stores, Inc., 164 Smith St. 




































































































Boot and Shoe 
Recorder 
Serves in 


Getting More Shoes Sold Right; not 
only “more” but “right”; sold for the 
right purpose, to the right wearer, in 
the right fitting, for the right price, at 
the right profit. This is the great 
problem of the retail shoe merchants. 
The chief purpose of Tue Boot Anp 
SHoe Recorper is to help solve it; for 
this is the basic problem upon which 
depends the progress of the entire allied 
industries relating to shoes and leather, 
their production and distribution. 


A Buying Guide to 





BOOTS AND SHOES 


Athletic Shoe Co., Chicago, Ill 
Ault-Williamson Shoe Co., Auburn, Me.... 


Bancroft-Walker Co., Boston, Mass 

Bass, G. H., & Co., Wilton, Me 

Beacon Falls Rubber Shoe Co., 
Falls, Conn. 


Biarritz Sandals, New York City 

Bleecker Shoe Co., New York City 

Blog Shoe Findings Co., New York City..61, 70 
Boyd-Welsh Shoe Co., St. Louis, Mo. 

Brooks Shoe Mfg. Co., Phila., Pa 

Barkley Shoe Co., Brockton, Mass 


Beacon 
42 


Capezio, New York City 

Chase, W. S., & Sons, Haverhill, ~~ s 
Chicago Theatrical Shoe Co., Chicago, IIl.. 
Clap. Edwin, & Sons, Inc., E. Weymouth, - 


Colt-Cromwell Co., Inc., New York City... 

Connell, J. M., Shoe C>»., So. Braintree, 
Mass. 

Converse Rubber Co., Malden, Mass 

Crescent Shoe Co., New York City 


Drew, Irving, Co., Portsmouth, Ohio 


Ebberts, John, Shoe Co., Buffalo, N. Y.... 64 
Edwards, J., & Co., Phila., Pa 4th Cover 
Emerson Shoe Mfg. Co., Rockland, Mass.... 62 
Evans’, L. B., Son Co., Wakefield, Mass.... 66 


Firestone Footwear Co., Boston, Mass., 
Front Cover 


Fried, Lazarus, & Sons, New York City... 61 
Friedman, B., Shoe Co., New York City.... 60 


Gibbon, C. S8S., Phila., Pa 
Greeley, A. W., Co., Haverhill, Mass 








IN THIS 


FREE SPENDING MONEY 
HoME For HoLmays 


Put CHRISTMAS APPEAL IN YOUR 


SELLING .... 


TEN BiG REASONS FOR GOING TO DE- 


PUTTING PEP IN THE SALES FORCE.. 
MODERN LIFE AND Fiat Foor 
SHOES IN STock SECTION 

SIZES VERSUS STYLES 


How In-Stock Arps 


NEWS 0’ SHOES....... 
BUSINESS BAROMETER 


ISSUE 


Competition of the Future 
By Madame Hamilton Jeffries... 22 


Hints for Holiday Selling....... 24 


What’s in Store for Merchants.. 26 
By Arthur D. Anderson 

By R. O. Beckman 

By Hugh Thompson 

In-Stock and the Price Problem. 33 
Five Actual Experiences 


Importance of Merchandise Con- 
trol ... Sates do 46-5 TE 


Methods Used in a Providence 
Store .. Ses ; . 89 


Sales Promotion Ideas ......... 45 


News of Salesmen and Sales Ac- 
tivities .... eee 


What’s Doing Everywhere ...... 57 


Changes, Embarrassments, New 
WOOIOE is 6s i0ne ses 
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Heel Hugger Shoes, Inc., Auburn, N. Y.... 44 
Horwitz, Vincent, Co., New York City.... 66 
Hoyt, F. M., Shoe Co., Manchester, N. H.. 64 


Sngppentent Shoe Manufacturers, St. Louis, " 


Johnston & Murphy, N 


Keith, Geo. E., Co., Brockton, Mass... 
Kendall Shoe Co., Haverhill, Mass 


Leverenz Shoe Mfg. Co., Sheboygan, Wis.. 4 
Levey Bros., New York City........++-++- 
Lion Shoe Co., New York City 


McElroy-Sloan Shoe Co., St. Louis, Mo., 
2nd Cover 
Miller Rubber Co., Akron, Ohio 


Mishawaka Rubber & Woolen Mfg. 
Mishawaka, Ind. 

Morse & Rogers, New York City....... ee 

Musebeck Shoe Co., Danville, Il. 


Natural Bridge Shoemakers, Lynchburg, Va. 36 
Nettleton, A. E., Syracuse, N. Y. 
Norridgewock Shoe Co., Norridgewock, Me. 68 
NuWay Shoe Co., New York City 


Old Colony Shoe Co., Brockton, Mass 
Packard, M. A., Co., Brockton, Mass 
Paristyle Spence Mfg. Co., Inc., New 
York Cit 6 
Powell & Campbell, New York City....... 61 
Reed, E. P., & Co., Rochester, N. Y. 
Reynolds, Bion F., Brockton, Mass. 
Richards & Brennan Co., Randolph, Mass.. 
Roberts-Johnson & Rand, St. Louis, Mo.... 
Saks, M. J., Shoe Corp., New York City... 
Schwartz & Herder, Inc., Phila., Pa 
Shaft-Pierce Shée Co., Faribault, Minn.... 
Smart, Bob, Shoe Co., Milwaukee, Wis 
Smith, Wm. Summer, Chicago, Ill 
Stacy-Adams Co., Brockton, Mass 
Stern, R., & Co., New York City 
Swan Shoe Co., Baltimore, Md 
United States Rubber Co., New York City.. 


Weiss, J., Shoe Co., New York City........ 


LEATHER AND OTHER MATERIALS 


Aggectonp Hide & Leather Co., Boston, 


Armstrong Cork Co., Lancaster, Pa........ ; 
Castle Kid Co., Camden, N. J 
Evans, John R., & Co., Camden, N. J....14-15 


Gallun, A. F., & Sons Corp., Milwaukee, 
Wis. 


Hubschman, E., & Son, Phila., Pa 


A. C., Leather Co., pe ie 


Northwestern Leather Co., Trust, Boston, 
Mass. ......+ asd dene Ore re et ere 1 


Ohio Leather Co., Girard, Ohio 


Respro, Inc., Providence, R. I........+.+++ 58 





Zapon Company, Stamford, Conn... 
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